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KURIH AND KINGSLEY, 
BACK FROM WASHINGTON, 
PRAISE HOOVER HIGHLY 


Insurance Presidents Attended 
Road And Building Conference 
Which Gave Business Impetus 


18 AT THE GATHERING 


Insurance Men Will Be Represented 
At Big December 5th Confer- 
ence At Capital 


Wilfred Kurth, president of the Home 
Fire group of fire insurance companies, 
and Darwin P. Kingsley, president of 
the New York Life, returned to New 
York City after the conference they had 
with President Hoover as members of 
the group interested in building con- 
struction and road building, enthusiastic 
in their appreciation of what the Presi- 
dent is doing in his attempts to speed 
up American business. 

Mr. Kurth attended the conference as 
representative of fire insurance and as 
former president of the National Board 
of Fire Underwriters. Mr. Kingsley 
was there, not only as representative of 
life insurance but as one of the coun- 
try’s great experts on mortgages. 

All of these group meetings have now 
been h held, with the result that the United 
States Chamber of Commerce has called 
a mecting in Washington on December 
5 at the United States Chamber of 
Commerce Building of all the various 
interests which conferred with Presi- 
dent \{oover during the recent meetings. 
In th letter sent out by the United 
States Chamber of Commerce a state- 
ment was made that the preliminary 
Conterences which the President has 
held vith individual business leaders in- 
dicate a situation that has no fundamen- 
tal w akness. American industry gen- 
erally is approaching the close of one 
of th ‘ most active and prosperous years 
inits history, The letter was signed by 
William Butterworth, president, and 
Julius H. Barnes, chairman of the board 
of di ctors of the United States Cham- 
ber « Commerce. President Wyper of 
the N ational Board of Fire Underwriters 
and \ice-president of the Hartford Fire, 


has }cen invited to the December 5th 
gathering, 











wo Cabinet Members Present 


Th conference attended by Messrs. 
King: ey and Kurth was held in the cabi- 
net :oom of the White House office 
build g. Among those there were the 
of national associations having to 
do \ith building construction, retail 
lumber, cement, home building, etc., as 
well as real estate boards. The confer- 
€nce started in the afternoon with Mr. 
Hoov r in the chair. At these confer- 
Ss various members of the cabinet 
have been present. At the conference 
attended by the insurance men the Sec- 
Tetary of Commerce and the Secretary 


(Continued on Page 22) 





























PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 





A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


DEPENDABLE . 








Excellent Service and Facilities 


oblesbed a7he 
INSURANCE 


Indemnity Company 


150 William Street, New York 









































“Life Insurance and 


The Present Situation” 


A complete stenographic report of Vice-Presi- 
dent Hugh D. Hart’s timely address to the Boston 
Life Underwriters’ Association on Thursday, 
November 21, which was broadcast through sta- 
tion WEEI—Boston, will gladly be sent on request 
to any one who asks for it. 


Address Penn Mutual News Letter, Box 1413, 
Philadelphia, Pa. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 




















INSURANCE AGAIN RISES 
TO TEST; HUGE POLICY LOAN 
DEMAND SPEEDILY HANDLED 


Companies And Agencies Faced 
With Sudden Need For Quick 
Service To Policyholders 


HOME OFFICES SPEED UP 


Stock Crash Increases Loan Appli- 
cations Over 300% Some 
Companies Report 








Put to a sudden and unprecedented 
demand for policy loans during the stock 
market crash, the life insurance compa- 
nies met the test of service to policy- 
holders in the crisis with amazing dis- 
patch and efficiency. The large volume 
companies such as the Metropolitan and 
The Prudential naturally had the heav- 
iest abnormal demand, but both compa- 
nies report that the sudden deluge of ap- 
plications for loans was absorbed by the 
staffs of the loan departments without 
causing delay to the policyholder beyond 
the normal period required to put the 
papers through the customary procedure. 
The companies were alive to the urgency 
of the need of the borrowers and every 
effort was made to speed the process. 

While the greatest pressure was felt, 
of course, by the home offices in meet- 
ing the situation, the general agencies 
were confronted with a special problem 
because their clients appeared in the of- 
fices in person to emphasize the urgency 
of the need for immediate funds as the 
stock market prices were breaking to 
new lows and threatening to wipe out 
equities in stocks carried on margin. It 
became a more or less general practice 
for the general agencies during the 
height of the stock crash to advance out 
of agency funds money for loans on con- 
firmation by wire from the home offices 
in the case of out of town companies. 
The general agencies also stood the test 
admirably of special service to policy- 
holders. 

No Delay In Paying Out Loans 

The Metropolitan Life doubtless led 
all companies in the amount and num- 
ber of policy loans made during the pe- 
riod from the last week in October up 
to the current week. At the peak the 
Metropolitan was making 14,000 loans a 
week. The normal at this time of year 
would be 10,000. This was an increase of 
40%. For the four weeks’ period there 
was an increase of:from 3,000 to 4,000 
in number of loans. At this time of year 
there is a normal increase over the pre- 
ceding months and each year the actual 
number is larger due to the increase in 
volume of business and number of poli- 
cies. The above represents the ab- 
normal or excess over the expected. 

The Prudential had an increase over 
normal of about 50% for two weeks 

(Continued on Page 16) 
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INSTINCT 


UT of the hinterlands of Russia, 
through the gamut of Soviet authority, 
recently emerged most of the village 

of Dunskoy: peasant patriarch Ermolos Pap- 
pin, his children, and his children’s children, 
nineteen altogether,—all married to the soil. 
* 3 % = Prompt release from Ellis Island 
was their reward for perfect papers and sound 
health. * * * * Waiting for them was Ivor 
Pappin, brother of the patriarch, who drove 
his truck from California, and then back 
again, with all the Pappins in it. * * * * 
He purchased the truck for the long trip be- 
cause the $1,800 required for railroad fare 
would have taxed the family fortunes too 
seriously. (The truck is now being used on 
the farm.) They arrived in time for the 
American Thanksgiving. 


Ermolos Pappin and his brother, Ivor, exponents of organization, 
singleness of purpose and service will carry on to a definite 


goal for themselves and their families. They are not finished 





products of civilization, but are born with the instinct of 


—Organized Service— 


THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 

LEYENDECKER BRANCH JOHN STREET BRANCH BRONX DIVISION 
225 Broadway 60 John Street 566 Courtlandt Avenue 
Telephone: Barclay 3670 Telephone: John 4107 Telephone: Melrose 2225 
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D. F. Appel, President New England Mutual, 





Dies 


A Leading Figure In Business For Years; Strong and Picturesque 
Personality; Had Lofty Conception of Mission of Life 


Wit the passing of Daniel F. Appel, 
president of the New England Mutual 
Life, who died at the Massachusetts 
General Hospital, Boston, on Saturday 
last, life insurance loses one of its strong 
and at the same time most lovable per- 
sonalitics. Blunt of speech and warm 
of heart, rugged as a rock, a staunch 
believer in life insurance in its highest 
idealism, Dan Appel will be missed by 
the fraternity. In the New England 
Mutual his leadership was an inspiration 
for years. 

Mr. Appel had been ill for some weeks. 
The funeral was held on Tuesday at All 
Saints Church, Brookline, a suburb of 
Boston. Insurance men from many parts 
of the country went to the funeral in- 
cluding many general agents of the New 
England Mutual Life. The following 
delegates from the Boston Life Under- 
writers Association appointed by Presi- 
dent Hewitt attended: William E. 
Hewitt, president; Alex Hammer, vice- 
president; Merle G. Summers, vice-presi- 
dent; George H. Tracey, secretary-treas- 
urer; George Robjent, chairman execu- 
tive committee and Charles W. Gam- 
mons, past president. 

The Life Presidents’ Delegation 

Fred A. Howland, president National 
Life of Vermont, was chairman of the 
Association of Life Insurance Presidents 
committee which attended the funeral. 
The other members of the committee fol- 
low: James V. Barry, fourth vice-presi- 
dent Metropolitan Life; William Bro- 
}Smith, vice-president and general coun- 
sel, Travelers; Chandler Bullock, presi- 
dent State Mutual Life; Arthur E. 
Childs, president Columbian National 
Life; Walton L. Crocker, president John 
Hancock; Alfred Hurrell, vice-president 
and general counsel, The Prudential; 
William H. Sargeant, president Massa- 
rchusetts Mutual Life; George K. Sar- 
pSnt, sceond vice-president Mutual Life; 
ane | A. Welch, president Phoenix 
Mutual Life; and George T. Wight, sec- 
“aed aud manager Association of Life 
pNsurance Presidents. 


His Career 






It was not generally known that Mr. 
Appel started his career as a fire insur- 
oe m but he did as a local agent in 

“msy'vania. Later he traveled widely 
His ea ‘ial agent of a fire company. 


a r in fire insurance lasted from 
1875. to i885. 
genera 
tual Lj 
Not only 
ance m 
Strated 
ability, 
New E; 
Home ( 


He then was appointed 
‘ent of the New England Mu- 
in Indianapolis and there was 
ne of the most popular insur- 
in the town but soon demon- 
at he had unusual life insurance 
\fter_a decade in Indiana the 
and Mutual invited him to the 
med ice and he became superintend- 
ay encies. That was in 1895. He 
Which |; position for ten years during 
alle le he practically rebuilt the 
‘la i lorce of the company. 
ee Ns ie was elected secretary of the 
Pany, serving in that office for three 













Insurance; Tributes From Walton L. Crocker, 


W. H. Sargeant and Others 


years. He became vice-president upon 
the death of the late Benjamin F. Ste- 
vens in 1908, on the elevation of the 
then vice-president, Alfred Dwight Fos- 
ter, to the presidency. Mr. Foster re- 
signed in 1924, becoming chairman of the 
board, and Mr. Appel succeeded him. His 
administration of six years less one 
month was marked by great development 
of the company and the adoption of 
many far-sighted plans. 

Mr. Appel, in addition to his ex-officio 
membership in the board of directors of 
the New England Mutual Life, and 
member of the finance committee, was a 
director of the Old Colony Trust Co., 
and a member of the Corporation of the 
Brookline Savings Bank. He was a 
staunch Republican. His clubs included 
the Algonquin, Exchange and Brae-Burn 
Country. 

He is survived by his widow, Mrs. 
Mary Horne Appel of Brookline; two 
daughters, Mrs. Robert W. Moore, Jr., 
of Waban, and Mrs. Leigh B. Liggett of 
Chestnut Hill; his sister, Mrs. Ella Mil- 
ler of Hagerstown, Md.; and his brother, 
Philip Appel, of Washington, D. C. 
There are six grandchildren, Robert W. 
Moore, 3rd, Beverly Moore, Frederick 
Appel Moore, and Marleigh Lorraine 
Liggett, Virginia Liggett and Louis K. 
Liggett, 2d. 

Robert W. Moore is a member of the 
agency of Moore & Summers, home 
office general agents of the New Eng- 
land Mutual. 

Standards High and Correct, Says 
Crocker 
Appel’s 


News of Mr. death caused 





D. F. APPEL 


widespread regret among insurance ex- 
ecutives. For years one of Mr. Appel’s 
closest friends was Walton L. Crocker, 
president of the John Hancock. Asked 
by The Eastern Underwriter for an esti- 
mate of Mr. Appel Mr. Crocker said: 

“T knew Daniel F. Appel for more than 
thirty years and for the greater part of 





Sidelights On Late D. F. Appel 





Few men in the insurance business 
were so well posted with what went on 
in the business as was the late D. F. 
Appel. Those who had the pleasure of 
a visit with him found that he knew 
of developments in fire and casualty as 
well as life insurance. For years he 
read the insurance papers from cover to 
cover. 

One reason for this interest was the 
fact that he had started his insurance 
career aS an insurance agent. Later he 
went on the road in fire insurance and 
his company was the old Shoe & Leath- 
er Insurance Co. 

Some prominent men in the New York 
fire insurance district recalled this week 
their acquaintance with Mr. Appel while 
he lived in Indianapolis although that ac- 
quaintance dated forty years ago and 
was severed, of course, when Mr. Appel 
went to Boston. His personality, how- 
ever, stood out as so picturesque and 
interesting that they remember over the 
long span of years numerous incidents 
about him. Among the old Indianapolis 
friends of Mr. Appel seen by The East- 
ern Underwriter were J. A. Kelsey, who 
at the time was special agent of the 
Insurance Co. of North America and of 
the Pennsylvania Fire and who now 
manages the Tokio Fire and is president 
of the Standard Insurance Co. of New 
York; H. N. Kelsey, his brother, who 
is president of the new Underwriters 
Trust Co. New York; and Carroll L. 


DeWitt, who was special agent of the 
Glens Falls, and who now is Assistant 
United States Manager of the General 
of Paris. They all recall Mr. Appel as 
a popular figure in Indianapolis among 
insurance men and also as a_ baseball 
fan. At the time the New England Mu- 
tual’s office was in the building the 
ground floor of which was occupied by 
John T. Brush as a clothing store. Brush 
is the man who later became owner of 
the New York Giants. In the old Indi- 
anapolis days he owned the Indianapolis 
ball club which was the sensation of 
the country, three of the players being 
Glasscock, Rusie and Denny, outstanding 
diamond stars. The players would go 
to the clothing store at night to talk 
over the national game and Mr. Appel 
and the other insurance men would hear 
them exchange anecdotes. 

Few men in the insurance business 
had more positive views than Mr. Ap- 
pel and he was never afraid to express 
them. A great treat for a general agent 
or other visitor to the New England 
Mutual was to be invited into Mr. Ap- 
pel’s office for a good old-fashioned talk- 
fest. He never seemed too busy to make 
such visits possible; sometimes they last- 
ed a long time, and always were most 
enjoyable to the visitor. Sometimes his 
comments were caustic, frequently gruff, 
but his vein of humor and large heart 
made his visitors know that his bark 
was worse than his bite. 


that time, up to his death, we enjoyed 
a fine and close friendship. He was 
above all things a devoted and steadfast 
man whose emotions and affections ran 
warm and deep. 

“A man of strong feelings and opin- 
ions; a man to be relied upon; a pic- 
turesque figure who will be sorely missed 
by his many friends. His business life 
exemplified his character. He was a man 
to whom false standards were anathema 
and who stood for the highest in his 
chosen profession. The management of 
his company was characterized by great 
efficiency and conspicuous success. 

“His insurance training was soundly 
based and diligently pursued for the 
benefit of his company, and he worthily 
joined his singlehearted efforts for the 
betterment of his cause to those of the 
able men who preceded him and who 
surrounded him. In his death the life 
insurance fraternity has lost a most con- 
spicuous figure.” 

As Seen by William H. Sargeant 

William H. Sargeant, president of the 
Massachusetts Mutual Life, gave this es- 
timate of Mr. Appel: 

“He was an outstanding figure in the 
insurance world, an able leader and a 
true friend. The policyholders and the 
entire organization of the New England 
Mutual will miss the man who has these 
many years been an active and conscien- 
tious worker in their behalf. He will 
leave his impress upon the company he 
has so long directed. His associates 
among the sister life insurance compa- 
nies will mourn his going. They will 
feel the loss of his counsel on matters 
important to the business. His judgment 
was sound and his opinions were given 
in a frank and straightforward manner, 
a trait which made him respected and 
admired. My acquaintance with Dan 
Appel goes back many years and no one 
in the fraternity of life insurance of- 
cials could be missed more by me than 
this good friend.” 

Life Presidents’ Tribute 

At a meeting of the executive commit- 
tee of the Association of Life Insurance 
Presidents it was voted to spread upon 
the records a memorial calling his per- 
sonal contacts cordial and genial, his in- 
tegrity unquestioned, his personality 
forceful, and saying he was abundantly 
endowed with talent and energy. “He 
was a dominant figure in the life insur- 
ance world,” said the committee. 





ROBBINS-SIMONS APPOINTMENTS 





Robert Skillings, Edwin R. White, Page 
O’Connor and Thomas D. Brennan 
Join Executive Staff 
The Robbins-Simons agency of the 
Home Life, New York City, has made 
four appointments to the executive staff 
of the agency. Robert B. Skillings and 
Edwin R. White will jointly manage the 
agency department, being in charge of 
recruiting, training, supervision and de- 
velopment of full time agents. Page 
O’Connor will manage the brokerage and 
surplus department, with the assistance 

of Thomas D. Brennan. 





DR. MONTGOMERY ADVANCED 

Dr. R. C. Montgomery has been ap- 
pointed assistant medical officer of the 
Manufacturers Life of Canada. He 
joined the medical staff of the company 
two years ago. 
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TRIBUTE TO J. C. MCNAMARA 


Members of J. C. McNamara Organiza- 
tion Surprise Him on Birthday by 
Insuring Themselves 
John C. McNamara, Jr., head of the 
John C. McNamara, Jr., organization 
representing the Guardian Life in New 
York city, and president of the Life 
Underwriters’ Association of New York, 
was given a surprise by the members of 
the organization Monday morning when 
they presented him with the results of 
a production campaign covering the thir- 
ty-five day period immediately preced- 
ing his thirty-fifth birthday. The cam- 
paign was handled by a committee of 
full time members of the organization 
and was carefully kept from “J. C.’s” 

knowledge. 

The first intimation that the Guardian 
manager had was on Sunday, his birth- 
day, when telegrams arrived at his home 
from each member of the organization 
felicitating him. The next morning in 
the course of the regular meeting the 
committee handed Mr. McNamara fold- 
ers containing the results of the thirty- 
five day effort. During the campaign 
there was a 100% participation in pro- 
duction by members of the agency and 
the final result showed an average in- 
crease of 86% per man of paid business. 
A feature of the production was that 
each of the members of the agency ap- 
plied for insurance on his own life, bring- 
ing the total paid for during the period 
slightly in excess of $2,750,000. 





N. Y. ASSOCIATION DINNER 


Frank L. Jones and Nathaniel H. See- 
furth Listed Among Speakers For 
December Meeting 

A record breaking attendance is ex- 
pected at the meeting of the Life Un- 
derwriters’ Association of New York on 
December 10 at the Hotel Astor, when 
Frank L. Jones, agency vice-president 
of the Equitable Society, will address 
the association on the subject of “Latent 
Power.” Nathaniel H. Seefurth, presi- 
dent of “The Seefurth Service, Inc.,” will 
also address the agents on “The Self 
Completing Stock Purchase Plan for 
Close Corporations.” 

Manager Bawden announces that the 
inclusion of turkey on the menu_ has 
also brought an added demand for res- 
ervations. George Morrisey, well-known 
baritone of the J. Elliott Hall agency of 
the Penn Mutual, will render several se- 
lections. 

Vice-President Jones will also speak 
on December 5 before the Eastern For- 
um of the College of the City of New 
York, on the subject of “Recent Devel- 
opments of Life Insurance.” 


WELLS, MEISEL & PEYSER 

Felix Levy of the Ralph Engelsman 
agency of the Penn Mutual in New 
York city, addressed the members of the 
Wells, Meisel & Peyser agency of the 
National Life of Vermont in New York, 
Monday morning on the subject of “In- 
creasing the Size of the Average Policy.” 
The National Life agency reports that 
business has been especially good this 
month and that the paid production will 
double that of November, 1928. 








F. W. PENNELL AGENCY GAINS 

The Frank W. Pennell agency of the 
State Mutual Life in New York City 
reports a paid production of $548,400 for 
November, as compared with $502,000 in 
November, 1928 The total paid produc- 
tion for this year now amounts to $6,- 
301,302, a gain of $1,566,000 over the cor- 
responding period of last year. This 
agency is leading all the State Mutual 
agencies for the year. 


OCTOBER PRODUCTION 
Three Connecticut life companies have 
reported their October production. The 
Connecticut General wrote $22,670618 
new business during the month, the Con- 
necticut Mutual wrote $9,792,313, while 
the Phoenix Mutual reported $7,313,907. 


A Sales Help Often 
Ignored By Agents 
NON - FORFEITURE PROVISIONS 


Many Underwriters Recognizing Faults 
of These Clauses Fail to Describe 
Their Advantages 


The one clause of the policy contract 
which is probably the least clearly ex- 
plained to. the new policyholder by the 
agent, is the one containing the non-for- 
feiture provisions. Oftentimes, the un- 
derwriter may feel that by so doing he is 
paving the way for future trouble, when 
in reality he is disclosing benefits of the 
contract which may help him write ad- 
ditional coverage. 

If the non-forfeiture provisions 
outlined in the terms that life insur- 
ance men use, they will mean little or 
nothing to the prospect, says the ‘“Aca- 
cia News,” the monthly of the Acacia 
Mutual Life Association of Washington, 
D.C. If, on the other hand. these values 
are illustrated to the prospect in such 
a manner that will make him realize how 
beneficial they are to his future wel- 
fare, they certainly will create a desire 
for ownership. 

The “News” asserts that the cash or 
loan values mean little to the average 
prospect, unless an illustration is given 
him as to how they may be used in his 
program of life insurance. For instance, 
it might be that he is contemplating the 
purchase of a piece of property; it 
might be that he is contemplating going 
into business at some future date. Either 
one of these plans would make good il- 
lustrations. If he is contemplating the 
purchase of a home at some time in the 
future, his policy would serve as a sink- 
ing fund. When the time arrived for 
the purchase of a home, the loan value 
could be used as an initial deposit. 

If he were to purchase this home, as 
most of us do, with an initial down pay- 
ment, and the balance payable in month- 
ly instalments, his home could be paid 
for with the help of his policy whether 
he lived or not. If he did live, the cash 
from the policy would pay for the home; 
if he did not, the amount payable to 
the beneficiary would pay for the home. 

An Aid in Business 

In the case he entered into a_busi- 
ness, two things would be necessary— 
capital and credit. His life insurance 
contract offers both of these, says the 
“News.” It will give him the privilege 
of going into business, investing a cer- 
tain amount of money probably a life- 
time savings with the assurance that in 
the event of his venture failing and 
something happening to him, his fam- 
ily’s future would never be jeopardized 
through his taking that opportunity. 

The same thing applies to extended 
insurance. Extended insurance as_ its 
name implies, means little to the average 
man, but if he is told that twenty-nine 
out of every thirty men make money 
between the ages of twenty-five and 
forty-five and lose every dollar of it 
between the ages of forty-five and sixty- 
five he will without a doubt stop and 
think. Extended insurance properly il- 
lustrated is something that is of great 
assistance to the prospect in the event 
of a financial reverse at any future pe- 
riod of his life. If a man’s financial 
condition is extremely embarrassing to 
him at such a time, how much more 
difficult it would be for his family under 
the same condition if he were to be 
taken away. This is the time when the 
average man should ask himself the 
question, “In the event that something 
should happen to me, how would this 
affect my family?” Extended insurance 
gives this man the assurance that in the 
event of reverses he is assured that his 
family will be amply protected in the 
event of his passing on within a defi- 
nite period of years. 


are 


Shows Variety of 
Insurance Usages 


PRACTICAL APPLICATIONS 
Equitable List Provides Many Reasons 
For Coverage For Differently Situ- 
ated Persons 


The multitudinous uses for life insur- 
ance are shown in a list published in 
“Equitable Notes,” which tells of the 
different kinds of protection that may 
be sold to persons variously situated and 
gives the chief reasons why this protec- 
tion is practical for them. It follows: 

The Husband 

To provide maintenance for wife and 
family. 

To pay the mortgage on a home. 

To continue the common school edu- 
cation of the children. 

To provide a college education. 

To provide an independent income for 
several members of the family. 

To provide an income for himself and 
family in case of total and permanent 
disablement. 

To provide double indemnity in case 
of accidental death (especially impor- 
tant before taking the full amount of 
insurance planned). 

The Young Man 

To help repay his parents for all they 
have expended on him during his im- 
mature years. 

To start a savings fund and create 
an estate. 

To obtain insurance at the lowest pos- 
sible cost. 

To assure himself of an income in case 
he becomes totally and permanently dis- 
abled. 

The Wage Earning Woman 

To start a fund for her middle age or 
old age. 

To provide for a mother, sister, father 
or other dependents. 

To provide an income if she should 
become totally and permanently disabled. 
The Partnership 

To supply money for reinforcement 
of credit if a partner should die. 

To supply funds for buying out the 
widow’s interest. 

The Man of Means 

To supply money with which to pay 
inheritance taxes and administration 
costs. 

To endow a philanthropic, educational 
or religious organization. 

To reward faithful servants or friends. 


LIFE POLICIES FOR CHILDREN 


Varied Endowment Forms Conspicuoy, 
in New Offerings of West 
Coast Life 

The West Coast Life has introduced 
a series of juvenile policies which haye 
proved popular with the agency force 
The policies, issued from one day to 
fourteen years of age, include full coy. 
crage after age five, and the parent (or 
payor) absolutely controls the policy un- 
til the child is twenty-one years of age, 

The policies include continuous long. 
term endowments maturing at ages 5) 
55, 65 and 85; terminal age endowments 
maturing at ages 16 to 21, inclusive; q 
20-year endowment form and a 20-pay 
life form, the last with an endowment 
option. 

The object of these policies is first, 
to offer parents an attractive means of 
building start-in-life funds for their chil- 
dren; secondly, to cultivate regular hab- 
its of thrift in children and encourage 
regular saving; and thirdly, to enable 
parents to obtain life insurance for their 
children at very attractive rates while 
the latter are young, which _ insurance 
may be continued through the child's 
life. 








To provide an income for aged, in- 

valid or other dependents. 
Philanthropy 

Graduating class of a college, for the 
benefit of a college. : 

College fraternity, for the benefit of 
the college. 

Church, insuring pastor for his fam- 
ily’s benefit. 

Church, insuring individual members 
for the benefit of the church. 

Hospital, library, etc., directors or oth- 
ers for the benefit of the institution. 

The Woman of Means 

To provide tax money and for the cost 
of administration of her estate. 

To endow a philanthropic, educational 
or religious organization. 

To reward a faithful servant or friend. 

To provide herself with an unfailing 
income in her old age, if, perchance, 
her fortune should be lost. 

The Middle Aged Couple 


To provide an unfailing income for 
their old age. 
The Corporation 
To provide itself against the loss or 
destruction which might be caused by 
the death of a valuable man. 








McNamara Gives Some Rules 


Which Agents Can Forget To Heed 


John C. McNamara of the Guardian 
Life, New York City, dipped a pen in 
sarcasm the other day and asked how 
long agents would stay with an organi- 
zation which published the following list 
of agency regulations and recommenda- 
tions and then insisted that the agents 
must live up to them: 

1. You must not appear at the office 
before 9:45 a. m. or leave for your first 
presentation before 11 a. m. 

2. If you get one good interview, be 
satisfied and come back to the office and 
rest before trying for another. 

3. If you write a case, come back 
to the office immediately and tell all the 
boys about it; if you don’t write one, 
come back and moan. 

4. If you’re ahead of your quota, rest 
some more; if you’re behind, give up 
and quit. ’ 

5. Give in to that “let down” feeling 
after lunch and sit in the office during 
the golden hours when you should be 
in your prospect’s office. 

6. Plan your work so that if you 
miss a few calls today, they will be the 
only ones you will have tomorrow, so 
that ultimately you'll be high and dry, or 
all wet, whichever you like better. 


7. If you hear of one of your ass0- 
ciates writing a big line, be envious, cal 
him a “lucky stiff’ and wish you had 
the contact for which he has worked. 

8. Don’t waste any time studying the 
business because you know it all now. 

9. Do only easy things today, mr 
ning up bills for the office on aimles 
phone calls, unnecessary letters, et¢.; do 
other details including studying junk you 
never use, and kid yourself you'll s¢ 
down to real work tomorrow. 

10. Crab on every declined, rated of 
modified case to the effect the home 
fice is cock-eyed and the general aget! 
is a sap because he won't tell it wher? 
to get off. 7 

11. Kick about the weather, complai 
about how you feel, don’t be_pleasat! 
to the office people, get up on the wrott 
side of the bed and have a domestl 
fracas before you leave home—daily. 

12. Don’t do any referencing,” 
“endless chain” is the bunk; don't cit! 
larize—one of the fellows culled ye 
lead once and he didn’t buy right av® 

13. Go home as soon as possible ever} 
night and stay up good and late. 

14. Finally keep thinking about yd 
self, enlisting all your thought agally 
you instead of in your favor. 


the 
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LD. Bristol Agency's 


New Educational Plan 


—__— 


ROUTE DIRECTORY A FEATURE 





Dr, Robert Retzer Agency Supervisor 
Conducts Daily Instruction for 
New Agents 





A special course of instruction is being 
siven at the John I. D. Bristol General 
Agency of the Northwestern Mutual 
Life, Grand Central Terminal Building, 
New York, under the direction of Dr. 
Robert Retzer, agency supervisor and in- 
structor, late director of the Life In- 
surance Training Course at N. Y. U. 
There is daily instruction in the prin- 
ciples and practice of life insurance for 
new agents. 

A feature of the new equipment of the 
agency is the “1929 Route Directory” 
consisting of more than 38,000 firms and 
4 total of more than 78,000 individuals. 
These are arranged numerically by 
streets, with full particulars as to finan- 
cial standing, partners, officers of com- 
panies and other necessary details. The 
system used by the general agency, 
which covers both the Boroughs of Man- 
hattan and The Bronx, provides for pre- 
liminary work in interesting the pros- 
pects before the calls are made. An- 
other feature is the “Ledger Statement 
300k.” It is an illustration of present 
policy results based on present dividends, 
cash values, etc., at all ages upon all 
popular plans of insurance. The data 
makes plain all the facts about the poli- 
cies, including the guaranteed annual in- 
creasing cash values being in excess of 
the net annual premium paid on_ poli- 
cies some years in force. 

The average insurance per life of the 
agency during the last agency year was 
$18,060. The leading agents had aver- 
ages of over $25,000 and the average 
policy of one of the leading producers 
of the Bristol Agency was $83,897. For 
more than thirty years John I. D. Bris- 
tol has been an active proponent of the 
full-time agent and _ non-brokerage 
agency. 





CLARIS ADAMS NOW IN DETROIT 





Farewell Dinner Given to Retiring Man- 
ager of American Life Convention 
and to Miss Garnet Smith 
Claris Adams, who recently resigned 
as secretary and general counsel of the 
American Life Convention, has gone to 
Detroit to assume his new duties as 
vice-president of the American Life. On 
November 22 the home office organiza- 
tion of the American Service Bureau, 
auxiliary of the American Life Conven- 
tion, and home office employes of the 
A. L. C., tendered Mr. Adams and _ his 
secretary, Miss Garnet Smith, a fare- 
well dinner at the Hotel Jefferson. Lee 
s Parker of the Bureau was toastmas- 

er. 

The executive committee of the A. L. 
- at a recent meeting unanimously 
adopted a resolution expressing the Con- 
vention’s regret at the loss of Mr. 
Adams’ services. 





RESIGNS AS GENERAL AGENT 
Olin A. Devore, who has been general 
agent of the Provident Mutual Life at 
Olean, N. Y., for the past twenty-five 
years has resigned. He will continue as 
Special agent of the company with head- 
quarters in Olean. The Provident office 
in that city will be managed direct from 
the Philadelphia office of the company, 
through Walter D. Cross, assistant to 
the manager of agencies, and E. Meinor 
echt, 1, Jr., of Philadelphia. A fare- 
well (inner was given to Mr. Devore by 
the Olean agency staff. 





FIDELITY UNION BANQUET 
F reparations are being made by the 
Fidelity Union Trust of Newark for the 
annual banquet which the trust company 
— “ive for the life underwriters of 
‘ewark about the middle of January. 











General Agency Advertising NOT at Expense of Policyholders 


REMARKABLE AGENCY RECORDS 
BEING MADE IN 


THE NEW YORK CITY GENERAL AGENCY 


(Boroughs of Manhattan and The Bronx) 


of 


THE 
NORTHWESTERN MUTUAL 
LIFE INSURANCE 
COMPANY 


‘The AVERAGE Generai Agency Insurance Per Life 
Written in the Last Agency Year: 


$18,060 


The AVERAGE Written at Various Ages: 





Under 20 $ 5,791 Ages 40-49 $21,276 
Ages 20-29 10,531 <a 50-59 22,470 
- 30-39 20,196 “© 60-65 7,357 


The AVERAGE ($25,000 and over) Written by 
Leading Agents: 


Agent No. 8 $83,897 Agent No. 44 $41,833 


“ No. 13 70,000 « No 6 38,348 
« No. 26 47,143 <“ No. 32-38 32,989 
«No. 43 «45,263 32 No. 29 §©628,525 


Agent No. 12 $25,000 
IT CAN WELL BE ASSUMED that AGENTS 
WHOSE APPLICATIONS are FROM FOUR to SIX- 
TEEN TIMES THE AVERAGE are EARNING a LIKE 
EXCESS in INCOME from THE SAME AMOUNT 
of WORK. 


— 


DAILY INSTRUCTION in 
THE PRINCIPLES and PRACTICE 
of LIFE INSURANCE 


By 
DOCTOR ROBERT RETZER, 
Agency Supervisor and Instructor, 


Late Director of The Life Insurance Course of 
The New York University 





Some Further Advantages 


1. FULL GENERAL AGENT’S COMMISSIONS, 
less 2144 Per Cent collection fees on nine years’ 
renewals, 

z. ABSOLUTE AGENCY PROTECTION since May 
15, 1893, when 319 Brokerage and Part-Time contracts 
were terminated. 

3. LEADS FROM THE 1929 GENERAL AGENCY 
DIRECTORY of 78,000 Well-Quoted Individuals 
and 38,000 Firms and Corporations, with Particulars 
of Personnel, Mercantile Standing, Addresses, etc. 

4. A NEW LIFE COMPETENCY AGENCY CON- 
TRACT for Acceptable Agents with Some Means, 
Reporting a Satisfactory Amount of New Business, 
Terminable only for Rebating, Brokerage, Embezzle- 
ment or Part-timeism. 





JNO. I. D. BRISTOL, General Agent, 


Grand Central Terminal Building, 
452 Lexington Avenue, (at 45th Street) 


NEW YORK CITY. 
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New Creditors’ Group 
Form By Metropolitan 


FOR INDIVIDUAL BANK LOANS 





Contract Results of Amendment to N. 
Y. Group Law; Written in 34 
States and Canada 





The Metropolitan Life is now writing 
“Creditors’ Group Insurance” for banks 
covering individual personal borrowers 
on unsecured notes. The insurance may 
be taken out by banks in thirty-four 
states and in all the Canadian provinces. 

Explaining that a recent change in the 
group insurance law of New York en- 
abled the Metropolitan to inaugurate the 
new plan, the announcement says: 

“Where a bank has or is willing to 
set up a plan for making loans to in- 
dividuals on the note of the borrower 
with one or more personal endorsers, but 
without collateral security, the company 
will consider covering such borrowers 
under a one year renewable term group 
life policy.” 

In order to obtain the insurance, which 
is applicable only to individuals making 
personal loans and under no circum- 
stances applies to commercial loans, the 
bank must agree to limit the coverage 
to borrowers of that class only. 

While the company has nothing to do 
with the loan itself, it will issue the in- 
surance only to banks which require re- 
payment of the loans in regular instal- 
ments. The amount of insurance on each 
borrower will be limited to the amount 
of the loan with the insurance auto- 
matically decreasing as the loan is re- 
duced. 

The bank will make the contract with 
the insurance company, will pay the pre- 
mium and will be the beneficiary, so 
that in case a borrower dies, his in- 
debtedness will be canceled through the 
payment of the insurance, which will be 
limited to a maximum of $5,000 for any 
one loan. 

While no medical examination is re- 
quired, the bank is expected to assure 
itself that the prospective borrower is 
in apparent good health. Borrowers, 
also, must be regularly employed. 

In order to keep the creditors group 
insurance in force, the bank must add 
at least 100 new borrowers each year. 





NEW RUTLAND GENERAL AGENT 





Cecil H. Winslow Made Aetna Life Rep- 
resentative at Rutland, Vt.; Former 
Provident Special Agent 
Cecil H. Winslow has been appointed 
general agent at Rutland, Vt., for the 
Aetna Life, according to an announce- 
ment just made by Vice-President 
Luther. Mr. Winslow, following his 
graduation from the University of Ver- 
mont in 1921, spent three years in the 
agricultural extension work of his 

school. 

He then entered the insurance business 
in August, 1925, as a personal producer 
with the Connecticut General, later be- 
coming special agent at Rutland for the 
Provident Mutual, and has continued 
with them until the present time. In his 
Rutland work, he has made an excellent 
record as a personal producer and has 
acquired a splendid reputation through- 
out his territory. 





YORK ADDRESSES LIFE AGENTS 

John H. York, representative of the 
State Mutual Life at Cleveland, Ohio, 
was the speaker and guest of honor at 
the November luncheon of the Toronto 
Life Underwriters’ Association held yes- 
terday at the Royal York Hotel. The 
subject of his address was “How I Try 
to Sell Life Insurance.” 





Sydney W. Alderman has been ap- 
pointed an agent in New Haven for the 
3ankers National of Jersey City. 













BEELER TIDAL Ta PITRE. 
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The market crash 
reveals our opportunities 


D URING the recent celebration of our $100,000,000,000 mark 
of life insurance in force, it was conservatively estimated that 
our second hundred billion would be created in the next ten 
years —an eighth of the time required to create the first 
hundred billion. § Now the pitiless unravelling of the stock 
market has come along to provide a still further impetus to the 
public’s appreciation of the value of life insurance. It reveals 
the fallacy of unsound stock speculation as a route to finan- 
cial success. It makes plain to people that the life insurance 
route is a far more certain one, a far more comfortable one, 
and in most cases a far quicker one. It gives a clear. view of 
some of the reasons why life insurance as an investment stands 
supreme. § Never has the public been more receptive to life 


insurance than now. Never have sales opportunities in it been 


greater. 


remuneration, the satisfaction of constructive public service, 
and a convincing promise of growth, no profession today offers 


more. It is a business that warrants the thoughtful considera- 


tion of ambitious men and women. 


AAtna Life Insurance Company 


Hartford 





To the one who seeks a career offering generous 


Connecticut 
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Mutual Life Agents 


Hold Conference 


NEW YORK FIELD CLUB GROUP 





Two Hundred Gather at Hotel Roose- 
velt For Sales Discussion; Vice- 
President Sargeant Speaker 





The Metropolitan Field Club of the 
Mutual Life made up of the New York 
agency forces of Ives & Myrick, LeRoy 


Bowers 


Frank Adams, Philip D. Cun- 


ninghain and Harold L. Taylor, held its 
annual meeting last week at the Hotel 
Roosevelt. About two hundred were 


present 


There was both luncheon and 


dinner served and at the latter Second 


Vice-Pr« 


‘sident George K. Sargeant was 


the speaker. The agents were welcomed 
hy Assistant Superintendent of Agencies 
Walter F. Shaw. 

The conference was presided over by 
Manager Julian S. Myrick. Assistant 


Actuary 


Joseph B. Maclean described 


the workings of the new standardized 
disability. provisions as promulgated by 
the Insurance Department, how they 
would work out and how they compared 


with the 
James 


present provisions. 
Boughton of the Cunningham 


agency described the way in which to 


sell the 


Mode of Settlement Options 


which are part of the policy contract. 
Captain Jean H. A. Day of the Adams 


Bm agency ¢ 


ave a description of seeing peo- 


ple and securing interviews, stating that 


he made 


thirty calls a dav and secured 


a proportionate number of interviews. 


Captain 


Day is a graduate of the Naval 


\cademy and served in the World Wat 


with the 


Belgian Army. He stated that 


he worked from 9 o’clock a. m. to 12:30 
and from 2 o’clock p. m., until 5:30, do- 
ing most of his planning and review 


work at 
of work 


home in the evening. This plan 
is successful as he is producing 


a large paid-for business. 
Dr. Faneuil S. Weisse, chief medical 


director 


of the company, spoke on the 


selection of risks from a medical stand- 
point and described how the Mutual Life 
in selecting business tried to give the 


proper c 


onsideration to all favorable fac- 


tors and to make an individual and per- 


sonal selection in each case offered to- 


them; that it was just as bad for the 
selection department to turn down a 
good risk as it was to accept a bad one 
and that every applicant who honored 


the ager 


it and the company with an ap- 


plication was entitled to the most care- 
ful consideration on the part of the se- 


lection « 


E. W 


ficers of the company. 


Meek of the Bowers agency 


spoke on the question of program insur- 
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| measuring the prospect. 

Williams of the Taylor agency 
1 making circularizine pav. He 
lemonstration of the applica‘ion 
lual methods toward circulariza- 
h resulted in gaining interviews 
consummation of business. 

usiness conference was closed 
inspiring address from James 
agg, director of the Life Insur- 


‘ining Course in New. York Uni- 
as to how to increase average 


nm. He gave a masterly address 
n he concluded the entire con- 
‘rose and gave him a long cheer. 





Hays of Vernon, Texas, is the 
roducer of the Amicable Life. 


British Prudential 
Is Increasing Capital 


ISSUING 250,000 NEW SHARES 





First Addition to London Company’s “A” 
Capital Since 1897; Meeting Shortly 
To Obtain Authority 





The Prudential Assurance Company of 
London has announced that it has de- 
cided to increase its capital by the is- 
sue of 250,000 new “A” shares of £1 
each, raising the total “A” capital to 
£1,250,000. A general meeting will be 
called at an early date in order to obtain 
the necessary authority, after which the 
new shares will be offered to the exist- 
ing “A” shareholders, pro rata at the 
price of £5 per £1 share. The new shares 
will not be entitled to participate in any 
distribution to be made in respect of 
1929, but otherwise when fully paid they 
will be in every respect similar to the 
existing “A” shares. 

In view of the somewhat complex na- 
ture of the company’s profit-sharing 
scheme and in order to avoid any pos- 
sible misunderstanding, the directors 
point out that out of the distribution 
made from the 1928 profits, the 1,000,000 
“A” shares each received 18s. 10d., free 
of income-tax, and that out of a similar 
distribution 1,250,000 “A” shares would 
each have received approximately 17s. 
10'%4d., free of income-tax. 


The Prudential proposal is a notable 
event, for this is the first addition to 
be made to the company’s “A” capital 
since 1897, when 20,000 shares of £5 each 
were issued at par. The last issue of 
capital, however, was made in June, 1919, 
when 1,000,000 (£1 each, 4s. paid) “B” 
shares were created. The company’s 
profit-sharing scheme is a striking ex- 
ample of broadmindedness in joint stock 
company enterprise. 


The profit-sharing scheme was intro- 
duced before the company embarked se- 
riously upon life business abroad. As 
the company is now doing a considerable 
amount of this foreign business, it is 
considered desirable to issue fresh cap- 
ital at a premium, so that additional 
funds may be available for the support 
of this activity. The present price of 
the “A” shares is £24 10s., and the value 
of the bonus involved in the new issue 
is calculated at about £3 per share. If 
the price should rise to £27 10s., the price 
of the old share, ex rights, should be 
about £23 5s., and the value of the rights 
per share the difference between these 
two figures. The value of the new share, 
fully paid, is calculated at about £22. 














A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Any natural death................... ceacaenceeaads $5,000 
Any accidental death.................... ddaavaKxeas 10,000 
Certain accidental deaths................ cogeceuecas 15,000 
Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Also $5,000 ‘‘Preferred Risk’* Policy—high value— low premiums; age 35, $19.91 


per $1,000. Endowment age 85—Juveniles age 10 years and upward—Monthly 
Income—Non-Medical. 


Insures and assures your client’s future and yours 


Are you Interested in an agency? Our Vice-President, Eugene E. Reed, will tell 
you all about it. Write him direct—and directly. 


UNITED LIFE and ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire INQUIRE 

















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, 

PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 




















“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue” 





New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 

































Office and the Field Force that is of inestimable value to the success and 


iness of its representatives. 
“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
FRED. H. RHODES, President 


hap 


__ Pittsfield, Massachusetts 





1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


in establishing connections with a life insurance company, the personal 

€quation of its official family is of paramount importance to the prospective 

agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 

| has a well-earned reputation for a co-operative spirit between the Home 
i] 
| 
































THE COLONIAL LIFE INSURANCE Co. 


of America * 


Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 


Home Office: Jersey City, N. J. 
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Problem of Juvenile 
Insurance in England 


2 YEAR GAP AFTER SCHOOL AGE 





Period Before Unemployment Insurance 
Applies Discussed by National 
Council 





One of the problems connected with 
unemployment insurance in Great Brit- 
ain is the large number of children who 
leave school before they have attained 
the statutory age for-exemption from 
school attendance and before they can 
qualify for unemployment insurance. 
These juveniles leave school to work and 
when they become unemployed they are 
not entitled to unemployment coverage 
because this does not apply until age 16. 
The National Advisory Councils for Ju- 
venile Employment recently reporting on 
the gap between the school age and the 
employment age said: 

“At the present time the majority of 
boys and girls leave school shortly after 
their 14th birthday and do not become 
insured against unemployment until the 
age of 16. Large numbers come to the 
Employment Exchange or Juvenile Em- 
ployment Bureau at the time when they 
leave school in order to obtain advice 
about their career and assistance in get- 
ting their first job, but experience shows 
that the contact with the exchange or 
bureau tends to decrease as soon as em- 
ployment is obtained. Many local juve- 
nile committees endeavor to keep in 
touch with the boys and girls by differ- 
ent methods of ‘industrial supervision,’ 
but there is no doubt that at the pres- 
ent time there are considerable numbers 
of boys and girls between the ages of 
14 and 16 who are either unemployed 
or unsuitably employed and are not 
brought into contact with any official 
machinery or voluntary agency which 
could help them. If they enter insured 
employment at the age of 16 they come 
to the exchange or bureau to get their 
first ‘book,’ but they have to be in in- 
sured employment for a period of at 
least 30 weeks before they are able to 
qualify for the receipt of benefit, and 
they are not, therefore, brought into con- 
tact with the official machinery by claim- 
ing benefit until at least 30 weeks after 
their sixteenth birthday. It will be seen 
that the raising of the statutory school- 
leaving age by a year will automatically 
‘bridge the gap’ by that period, but that 
there will still remain a substantial gap 
after the age of 15. 

“Apart entirely from all question of 
‘bridging the gap,’ there are reasons why 
the age of entry into insurance should 
correspond with the age of entry into 
employment. An industrial insurance 
scheme should cover the risks of indus- 
trial life, and it is wise to begin insuring 
during the years when the chances of 
unemployment are remote against the 
time when the risks are far greater. 
There is no logical reason why insur- 
ance should not begin until a year after 
entry into employment.” 





DIVIDEND RULING BY STATE 


A life insurance policy which provides 
for participation in the profits or sur- 
plus accruing to policies of that class 
according to a scale of percentages set 
forth in the policy, definitely fixes the 
proportion of profit or surplus which 
may be returned to the policyholder and 
the board of directors of the insurance 
company has no power to vary the per- 
centage to be paid. This is a ruling 
made by Assistant Attorney General W. 
H. Gurnee, November 15, in reply to an 
inquiry from Garfield W. Brown, Minne- 
sota state commissioner of insurance. 





AD GROUP APPOINTS BENEDICT 


In view of the illness of Luther B. 
Little of the Metropolitan Life J. E. D. 
Benedict, advertising manager, has been 
designated to succeed Mr. Little as a 
member of the life group development 
committee of the Insurance Advertising 
Conference. 
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AS Newspaper fo: 
=== N“NL Fieldmen\| 


3 IKE any live wire community, the North- } 
western National Life agency organization | 
™ has its own weekly newspaper to keep its mem- 
! bers informed about each other and_ their Com- 
pany. First of all a mewspaper, edited in journal- 
istic style to inform—to inspire through facts— 
there is no doubt whatever that the Northwestern 
National News has a high ‘‘reader interest.” 

When an agent registers a creditable perform- 
B ance and possibly ‘‘makes the front page,” he 
= knows that the story of his feat will be read— BE 

sand promptly—by the field forces throughout 
* the thirty-one states in which the Company 
operates. Weekly statistics tell him at a glance 
just where he stands, enabling him to correct a Seg 
deficiency before it proves serious. And never 
a week goes by without adding a valuable selling 
help to his kit or a proved argument to his sales 
talk. 

The Northwestern National News makes for 
a close knit field force composed of well inform- 
ed men and women who know their business. 


— _ 

Some other helps which this Company fur- 
nishes its agents are a Mail Advertising Ser- 
vice; Northwestern Fireside, a quarterly mag- 
azine for policyholders; an extensive line of 
Goodwill Builders (gifts at cost for prospects 
and policyholders); a new Baby Health Ser- 
vice; and a complete supply of sales literature. 


NORTHWESTERN NATIONAL {_ 
LIFE INSURANCE COMPANY : 


©. J. ARNOLD, pacsiwwewr 
STRON G~ Minneapolis Minn, ~ LIBERA 
Mt . oem > m8 
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Aetna Life Building 
Campaign Progressing 
3 MONTH GOAL SET AT $140,009 





Agents Qualifying As Master Builder 
Will Receive Bronze Medallion With 
New Building’s Picture 





The Aetna Life is now in the mids 
of its new building campaign with a goal 
of $140,000,000 paid business for October, 
November and December, the goal an. 
nounced by Vice-President K. A. Luther 
at Swampscott in September. At that 
time he announced the plan to cut the 
model of the new Home Office building 
into seventy-seven sections, one section 
representing each of the company’s gen- 
eral agencies, and the distribution of the 
sections to the various agencies. When 
an agency reaches its quota it section 
will be shipped back ‘to the home office, 
where all sections will eventually be as- 
sembled, and the model reconstructed, 

To Aetna-izers who prove to be, dur- 
ing this unique campaign, “Master 
Builders” will go the finest award that 
this company has ever made in recogni- 
tion of special sales achievement. Full 
time agents who qualify will receive a 
rich bronze bas-relief medallion, the de- 
sign of which has been prepared bya 
noted sculptor. This medallion will show 
in relief the new Aetna building and 
will carry an inscription appropriately 
announcing the meritorious campaign 
record of the winner. 

Full-time agents who pay for $50,000 
or more during the campaign will be 
awarded this medallion. At least two- 
thirds of this amount must be new paid 
ordinary business. In other words, a 
full-time agent must pay for $2,000 of 
ordinary in order to receive credit for 
each $1,000 of group business produced. 
A medallion will be awarded to each 
group home office representative who 
produces six cases during the three 
months. Three of these must be grou 
life cases; the other three may be whole- 
saie or group disability cases. 

The new building in Hartford for 
which the campaign is being held is now 
in the process of construction. From 
all appearances it will be one of the 
most beautiful life company home offices 
in the country. 





WHAT CANNON TOLD N. Y. LIFE 


Spartanburg Agent Said People in South 

Carolina Were Too Busy Picking 

and Selling Cotton to Worry 
About Stocks 

John B. Cannon, New York Life $40); 
000 Club man, has returned to Spartat- 
burg after visiting New York and Was 
ington. He addressed the Washingto! 
Life Underwriters’ Association and some 
agents at a branch office of the New 
York Life here. 

When Cannon was here at a luncheot 
with some executives of the New Yot 
Life and they asked him how the mar 
ket crash had affected his part of tht 
South he said: i 
- “All that most of the people in Spar 
tanburg know about the stock markt 
is what they read in the papers. 1h! 
are so busy picking cotton and selling 
it and engaged in other business acti" 
ties that they did not pay mitch ater! 
tion to it in the’ newspapers.” 


PAYS TWO BILLIONS IN DOL 

The large total of $2,002,150,000 
been distributed in unemployment “a 
efit in the United Kingdom durmg a 
last eleven years, according to 2 § o 
ment issued by Mr. Lawson, Pare 
tary Secretary to the British Mims 
of Labor. In addition $309, 700,000, 
paid in out-of-work donations 
from the exchequer. The contribullet 
paid into the unemployment insutet 7 
fund de the same _ amout 
approximately to: employers, ¢ 
000; employed persons, $674,250, he 
chequer, $533,900,000; a total equiv’” 
to $1,985,500,000. os 
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Hart Optimistic On 
Insurance Prospects 

GUEST AT BOSTON FUNCTIONS 

Penn Mutual Vice-President Tells Un- 


derwriters of Favorable Factors 
In Situation 
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. More than 500 were present at the 
bow luncheon of the Boston Life Underwrit- 
tober a ers’ Association last week at the Cham- 
al an- ber of Commerce at which Hugh D. 
cuther Hart, vice-president of the Penn Mu- 
rhe tual Life, was guest speaker. For the 
ailding fm first time the association broadcast one 
section ME of its events, using station WEET. 
S gen- Mi Among those at the head table at the 
o~ luncheon were: Robert K. Eaton, vice- 
Bente president of the John Hancock; K. A. 
office, Mm Luther, vice-president of the Aetna; 


be a MM George W. Smith, vice-president of the 


ructed New England Mutual; Melvin V. Liming, © 


— secretary of the Boston Chamber of 


-d that fe Commerce; Stanford Wright, general 
ecogni- MH agent of the Penn Mutual in Boston, and 
Full William E. Hewitt, president of the Bos- 
ceive a Pay: 
the de- Mm ton Association. 
d bya On Friday evening Mr. Hart was the 
Il show MM guest of Stanford Wright and Mrs. 
ig adi Wright at their residence in Lynne. The 
priate guests were the members of the agency. 
On Saturday night the famous Algon- 














mpaign 


$5000 quin Club was the scene of a dinner to 
will bef Mr. Hart attended by the leading gen- 
st two fe cral agents in Boston, executive officers 


of some of the life companies, and rep- 
resentatives of Boston’s banking frater- 
nity. At this dinner Mr. Hart discussed 
adit for resent day needs and opportunity of 
oduced. M™ life insurance agency management. 

fo each The Favorable Factors 

ve WhOH Mr. Hart pointed out that the situa- 
> three ME tion resulting from the Wall Street crash 
€ grou ME was not as serious as appeared on the 


Whole HM surface because, assuming that the total 
paper losses were $15,000.000,000 and that 


~w paid 
ords, a 
2,000 of 


ord fo the actual losses suffered by the Ameri- 
| is now can people were 50% of the paper 
a whe shrinkage, this would be a capital loss of 


‘ $7,500,000,000 which was only a little 
e offices more than one-third of 1% of our total 
income. Another stabilizing factor to 
which he called attention is the fact that 
’, LIFES the American people are carrying a fi- 
nancial reserve of $100,000,000,000 of non- 
in South HM shrinkable, non-declinable, non-panicable 
cking life insurance. 













rry ‘It seems to be,” said Mr. Hart, “that 

amid crashing markets men yearn for 
fe $400; HH economic peace and there is formed for 
Sparta H's a state of mind for the distribution of 
d Wash If life insurance that gives augury of the 


shington 
ind some 
the New 


freatest months ahead that we have ever 
known in this businss. I am an optimist 
on the immediate future as well as the 
ultimate destinv of the business in which 


luncheo i we are engaged.” 

ew York _Mr. Hart further said that if a man 
the ie Sin an investment tone it is easy to 
t of MRE sll him things of an investment char- 


ater. If a man is in an expansive tone 


in Spr of mind it is easy to sell him things 
; mark that are expansive in their character. 
s, The) tse mental attitudes grow in waves, 
d_ selling e said. When people are in a specu- 


ss activi 


oo live frame of mind the life insurance 


ixent must first hurdle over that. specu- 
ative tone before he can create the type 
mind that is necessary in order to in- 
te the investment of a portion of his 
"come in life insurance. 





NEWARK MEETING. IN JANUARY 


be Ng to the fact that a meeting will 
held in Wallace Hall, Newark, on 
Bie 6 under the auspices of the 






ns dired the 1) Union Trust of Newark in which 
tributio" whey underwriters of that city will 
¥, tipate, the December meeting of the 
wwatk Life Underwriters’ Association 


y hot be held. The next meeting will 
Which 8°CONd ~Monday in January at 

time a prominent underwriter will 
“tess the members. 











165 Broadway 


GRAHAM’S 
AETNA AIDS 


VELVET 





How would 
You like 


To receive 


A COMMISSION 

of $1,332. 

Like one just 

Paid to “A BROKER” 
By merely 
CONNECTING us 
With a good 
PROSPECT 

We do the rest 


Call 
GRAHAM 
AGENCY 


-CORtlandt 5181 


General Agent 
FETNA LIFE INSURANCE CO. 


New York . 























Double Indemnity Now 
Almost Generally Used 


FEATURE IN 40% OF POLICIES 








Henry H. Jackson Discusses Historical 
Development of Clause Before 
Casualty Actuaries 





Speaking before the meeting last week 
of the Casualty Actuarial Society in New 
York, Henry H. Jackson, actuary, Na- 
tional Life of Vermont, said that a na- 
tural development during the coming 
years would be an organized effort on 
the part of the companies using the 
double indemnity benefit to reduce the 
accidental death hazard especially that 
due to automobiles. 

In his informational paper intended 
for students, Mr. Jackson summarized 
the history and present practices regard- 
ing an additional death benefit allowed 
when. death results from accidental 
means before a limiting age. This spe- 
cial additional coverage, introduced in 
connection with life insurance twenty- 
five years ago, now occupies a prominent 
place in American life insurance. Of 
the fifty-six companies in the United 
States and Canada with largest assets, 
fifty-one directly offer double indemnity 
while in a representative group of com- 
panies issuing the benefit practically 40% 
of the entire ordinary business in cur- 
rent issues contains this feature. 

Although double indemnity from an 
economic point of view is a less justifi- 
able addition to life insurance than dis- 
ability benefits, its popularity is readily 
explained by ready salability and com- 
parative freedom from complications in 
regard to initial selection of risks, the 
settlement of claims, the fixing of ade- 
quate rates, and the establishment of 
reserves. 

The favorable claim experience of 
companies in the aggregate was re- 
viewed, technical questions regarding 
rates and reserves were discussed, and 
special features of the clause as adopt- 
ed by the fifty-one companies in ques- 
tion were analyzed. The paper concluded 
with the suggestion that a natural de- 
velopment during the next twenty-five 
years might reasonably be a united ef- 
fort of all companies issuing double in- 
demnity to reduce the accidental death 
hazard, especially that attributable to 
automobiles, by all appropriate educa- 
tional devices. 

Through the courtesy of the Travelers 
various tables based on probabilities of 
accidental death as developed in that 
office were included as an appendix. 





WOODMEN LOSE DENVER SUIT 


Looks Like End of the Order if Higher 
Courts Sustain the 
Ruling 

The District Court at Denver recently 
ruled that the constitutional amendments 
adopted by the head camp of the Wood- 
men of the World last summer providing 
for changing the fraternal to a legal re- 
serve basis, were illegal and void. Judge 
George F. Dunklee said that no quorum 
was present when the amendments were 
adopted. ° 

It is understood that head camp offi- 
cials will appeal the decision, but in the 
event the ruling is upheld in the higher 
courts, the court’s action is believed by 
life men to sound the death knell of the 
order. Present rates are inadequate, it 
is pointed out, and cannot maintain the 
expected mortality among the society’s 
membership. 








MANLEY T. CLOSE DEAD 


Manley T. Close, 74, who was for 
twenty years connected with the Penn 
Mutual Life and since 1919° soliciting 
agent for the Mutual Life in Denver, 
died November 12. He was a native of 
Iowa City. 
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Practical Suggestions to Help the Man With the Rate 


LIVE HINTS FOR BUSINESS 
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Book Increase His Income and General Effickency 


That many life in- 
surance cases are 
closed in the home of 
the prospect rather 
than in his office, is 
common knowledge among established 
life agents. Yet many underwriters 
never consider making use of their eve- 
ning hours for business calls which, if 
tactfully made, would undoubtedly fat- 
ten their bank accounts which may be 
somewhat depleted in these bearish days 
of the stock market. 

“The Radiator,” agency bulletin of the 
Massachusetts Mutual, tells some inter- 
esting things about office attitude. It 
says that the insurance man generally 
meets the prospect in the office of that 
prospect. Based upon that office en- 
vironment, what can you know of his 
home and his home life, Is he living in 
an apartment, a cozy little suburban 
home, or an impressive private dwelling? 

How different most men are when they 
reach home from what they are in the 
office. Before you can expect to get a 
favorable decision from such a man you 
must go a long way with him. You must 
break down that office-like attitude he 
carries all day and win your way through 
until you can know him as the husband 
and the father, the congenial friend and 
neighbor. 

When you talk life insurance to him, 
you must carry him back into his home 
because he cannot think of his home 
without thinking of just what it is that 
makes it home to him. His ambitions, 
his longings, and his pride are closely 
knitted to that home and it is never 
the salesman nor the company nor the 
policy that sells the insurance but it is 
what that home means to him and what 
he, down in his heart, knows he means 
to that home that influences him to in- 
vest in life insurance. Try and think of 
the man you call upon as he would be 
in his home, rather than the business 
man you find in the office. Don’t be 
afraid to tell him that you did not come 
to talk to him as the business man, but 
you came to talk to him as the father, 
the husband, and the neighbor. 

Tt will always be difficult to sell insur- 
ance (other than business insurance) on 
a business basis and along the lines that 
most business is done, says “The Radia- 
tor.” Insurance and love are insepa- 
rately linked together. It may be love 
of wife and children or it may be love 
of self, but love will always be the mov- 
ing motive. 


The Relation 
Of 


Environment 


* * * 


Practically every 
life agent has on his 
desk a prospect file 
which is choked and 
cluttered with “dead 
timber” names which the agent glances 
over every few weeks and says of many, 
“Some day I'll write him.” Why it isn’t 
done “today” is oftentimes the fault of 
the agent’s presentation. 

A sensible way to handle these pros- 
pect cards is suggested bv the “Missouri 
State Life Bulletin.” It advises the agent 
to divide the cards into two groups—one 


Keeping the 
Prospect File 
Alive 





containing those whom he is sure he is 
going to sell; the other, those about 
whom there is the slightest doubt as to 
whether they constitute prospects or sus- 
pects. It then suggests the following 
novel approach for these doubtful ones: 

Mr. , for once I haven’t come 
to you with the idea of getting you to 
take out any life insurance. This time, 
I have no idea of selling you anything. 
On the contrary, I have come to ask you 
to render me a service—a service of a 
personal and confidential nature.” 

In reply to the man’s question as to 
what that service is, take him into your 
confidence. Tell him that you have been 
analyzing your methods of doing busi- 
ness, and trying to find out why in some 
cases you have been successful and why 
in other cases you have failed. Go over 
the interviews you have had with him. 
Refresh his mind on the policy you have 
been recommending to him, which the 
man agrees that he needs and can pay 


- for. Make it clear that you and he are 


agreed on every point except the actual 
signing of the application. 

Then ask him what was wrong—the 
approach, the type of policy recommend- 
ed, the mode. of settlement, emphasis on 
some point that has a negative reaction 
to him, the manner of your presentation, 
non-observance on your part of some 
point of sales etiquette, or what is it in 
which you have fallen down. 

In this way you do two things: you 
get behind the excuses with which he 
has been putting you off, bring his real 
objections out into the open, where you 
have a chance to answer them and get 
the application—and you really get what 
you ask for: a chance to see yourself as 
others see you, to know your weak- 
nesses and therefore be in a position to 
remedy them. 

’~% * * 


Life insurance 

Estates should appeal to the 

On average middle-class 

Instalments American of today if 

for no other reason 

than that it can be bought, as he is buy- 

ing so many things, on the instalment 

plan. The strange thing is that he never 

thinks of insurance in that light—pos- 

sibly it has never been suggested to him 

that he has the privilege of buying an 
estate on the instalment plan. 

Nevertheless, it is about his one and 
only chance to accumulate an estate to- 
day, so many are the things that must 
be bought with his dollars, says Robert 
Quillen, noted columnist in an editorial 
in the “Johnstown Tribune.” And he 
should certainly get just as much kick 
out of buying an estate as in buying a 
radio or an electric refrigerator, when 
he can do it so easilv. 

Mr. Quillen says that a $20,000 policy 
is nothing more nor less than a denosit 
of $20,000 in a good bank, achieved by 
easy payments. It beats a bank deposit, 
however, for two reasons: First, because 
it is not so easily drawn out and spent 
in time of temptation: and second, be- 
cause death pays up all the instalments 
and makes it a paid-for deposit of $20,- 


Bankers Life salesmen. 


Advertising. 


Established 1879 

















NINETY-FIVE THOUSAND PROSPECTS! 


In preparation for our Special October “Policy Holders’ 
Month” campaign, the Home Office of this Company mailed 
a total of 95,443 effective Direct Mail Advertising messages 
to as many prospects whose names were furnished by 


Bankers Life salesmen know the excellent results to be 
obtained through the use of Bankers Life Direct Mail 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 


Des Moines, Iowa 





000 if the insured has made but one pay- 
ment. 

Young men don’t realize that life in- 
surance is just a way of saving money, 
he says. They are afraid they might pay 
in considerable sums and then, being un- 
able to continue, lose the money already 
paid. But modern life insurance doesn’t 
work that way, and a policy maintained 
several years can’t be “dropped!” The 
money paid in is invested by the com- 
pany and earns money. After a few 
years its earnings are sufficient to keep 
the policy in force for life—at full face 
value for a few years, and thereafter at 
60% to 85% of face value. The tragedy 
of insurance is that a man hasn’t sense 
enough to appreciate and understand it 
until he is too ‘old to get it at a low 
rate. 





AMICABLE 1930 CLUB TRIP 
The $100,000 Club of the Amicable Life 
plans to take a trip in 1930 to the Carls- 
bad Caverns in New Mexico and the 
Grand Canyon, the Petrified Forest, the 
Rainbow Forest and the Painted Desert 
in Arizona. 





LAMAR LIFE GAINS 
The paid business of the Lamar Life 
of Jackson, Miss, for the first ten 
months of the year was 26% ahead of 
that for the corresponding period in 1928. 


















A New Policy 


ENTHUSIASTIC RECEPTION 
ACCORDED NEW “GRADU. 
ATED PREMIUM” PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 6141-2-3 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 


Omaha 











A 


size. 


its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 








“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as 


_ Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 
success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 


———S 
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Rubinow Recommends 
Old Age Insurance 


WOULD MAKE IT COMPULSORY 





Among Advantages Insurance Distrib- 
utes Cost So That Burden Is More 
Easily Carried, Social Worker Says 


Dr. I. M. Rubinow, internationally 
known social worker, director of the Zi- 
onist Organization of America and for- 
mer casualty insurance actuary, strongly 
recommended insurance as an old age 
benefactor at the Albany dinner last 
week attended by delegates to the New 
York State Conference on Social Work. 
Dr. Rubinow said that the two main 
methods of combatting old age penury 
are old age pensions, and compulsory 
old age insurance, which he prefers. He 
said that under the first scheme, the 
public purse pays the entire cost, while 
under the other the future beneficiary 
and industry and perhaps the state 
treasury share the cost. ; 

“The state can pay only by taxing 
the very classes who would contribute 
under an old-age insurance scheme,” Dr. 
Rubinow argued. “An insurance plan 
has many advantages. It distributes the 
cost so that the burden is more easily 
carried. It takes advantage of the effect 
of the law of compound interest. It 
permits of adjustment of pension to the 
differences in earning capacity and it 
puts a lesser burden on the fiscal and 
taxing machinery. 

“For these various reasons there is a 
strong trend toward old age insurance 
schemes. If we can carry the cost of 
automobile expansion and of expensive 
road building and even the cost of mu- 
nicipal corruption,” he said, ”I think we 
may safely assume America is rich 
enough to carry the burden of a decent 
provision for the aged.” 


Five Ways of Meeting Economic 
Needs 





Dr. Rubinow enumerated also five 
ways in which the economic needs of 
aged people can be met, as follows: 

1. One may be that exception whose 
earning capacity remains little impaired. 
Economically, it means that one may 
avoid old age altogether. 

2. One may provide for old age out 
of earnings of his lifetime—the method 
of individual savings. 

3. One may be cared for by his chil- 
dren or relatives. 

4. One may be cared for by a larger 
social group. 

5. A comprehensive social action may 
be taken by organized society, meaning 
government, through proper legislation. 





TRY TO CHANGE KENTUCKY LAW 





Louisville Companies Attempting to Have 
Securities Moved From Frankfort 
To Local Bank Vaults 


Life insurance and other companies of 
Louisville, Ky., which carry reserve at 
Frankfort, are endeavoring to have the 
Present laws changed regarding the han- 
dling _of company securities so that such 
Securities might be carried in vaults of 
local banks where they would be much 
more accessible, both in the matter of 
Temoval of coupons as these become due, 
and in the matter of ‘substituting new 
Issues for issues that become due. 

In 1923, A. M. Walsh, then insurance 
commissioner of Kentucky, recommended 
that the laws be changed, but the recom- 
mendation received no action. On No- 
vember 18, 1929, Julian Erwin, of the 
Inter-Southern Life, and Miles W. 
Heitzeberg, of the Missouri State Life, 
were in Frankfort for a talk with the 

inking Fund Commission regarding the 
Matter. It is understood that an effort 
will be made before the next General 
Assembly meeting which opens in Janu- 
ary, to change the laws to make it pos- 
sible to deposit in Louisville. It has 

een indicated that local companies could 
still save considerable over present han- 
Ng costs. 


€ven pay the salary of the deputy, and. 


NEW YORK LIFE FIGURES 





President Kingsley Reports $145,000,000 
Paid To Living Policyholders and 
Beneficiaries This Year 
The New York Life reports a paid 
business for the first ten months of 1929 
of $815,273,000, an increase of $46,379,300 
over the corresponding period in 1928. 
During these ten months the company 
paid to living policyholders and to bene- 
ficiaries more than $145,000,000. Of this 
amount, over $95,000,000 was paid to liv- 
ing policyholders, while more than $50,- 
000,000 including $1,955,800 double indem- 
nity for accidental deaths, was paid to 
beneficiaries of 12,185 deceased policy- 
holders. Included in these totals were 
also dividend payments amounting to 

over $54,000,000. 

President Kingsley, who made the re- 
port, also said that in this period the 
company made 3,158 mortgage loans 
amounting to $59,980,085 on properties 
which accommodated 8,550 families. The 
loans were distributed throughout 269 
cities within thirty-eight states and Can- 
ada. The company also invested $54,- 
758,110 in railroad, municipal, public util- 
ity and industrial bonds, and in bonds 
of the United States and Canada, while 
$18,569,582 was invested in preferred and 
guaranteed stocks. 





HOME LIFE MEN HEAR HUEBNER 





Prominent Educator Giving Course of 
Six Lectures Before New York 
Company 
Dr. Solomon S. Huebner, dean of the 
American College of Life Underwriters, 
is giving a series of six lectures on “The 
Economics of Life Insurance,” before 
the Home Life in the Hotel Carteret, 
New York city. Human life values are 
being discussed under six subjects, the 
first of which was given on November 
15, “A Scientific Treatment of Life 

Values.” 

Today Dr. Huebner is lecturing on 
“The Family as a Business Unit.” Other 
subjects with the dates of their discus- 
sion are as follows: “Business Life In- 
surance,” December 13; “Life Insurance 
as an Investment,” January 3; “Liquida- 
tion Life- Insurance,” January 17, and 
“Professional Concept,” February 7. 





HOLCOMBE IN MONTREAL 


John Marshall Holcombe, Jr., manager 
of the Life .Insurance Sales Research 
Bureau, and H. G. Kenagy, superintend- 
ent of field service, conducted a four- 
day course for managers and general 
agents at the Windsor Hotel, Montreal, 
last week. Over fifty men enrolled for 
the course. 


JUDGE HIRAM R. STEELE DIES 





Had Been A Director of New York Life 
Since 1892; Held Important Pub- 
lic Offices 


Judge Hiram R. Steele, former attor- 
ney general of Louisiana and district at- 
torney of Kings county, New York, died 
at his home in Brooklyn a few days ago 
at the age of eighty-seven. He had been 
a director of the New York Life since 
April, 1892. 

In a long and varied career, Judge 
Steele distinguished himself in several 
lines of endeavor both in New York 
and in the South after the Civil War, 
where his services in judicial and exe- 
cutive positions in reconstruction vears 
won the approval of both Democratic 
and Republican leaders. As a lawyer and 
business executive in New York the 
judge held an honored position. He was 
a director of the Brooklyn City Rail- 
road Co., a trustee of the South Brook- 


lyn Savings Institution, a member of 
the Loyal Legion of Civil War Officers, 


‘ of the Baxter Grand Army Post of New- 


port, Vt. of the New England Society 
of Brooklyn, the Vermont Society of 
New York and of the Hamilton and 
Rembrandt Clubs of Brooklyn. 





MISSOURI 
STATE 
LIFE 


Lhe Progressive Company 














N Thirteen Years, the Mis- 
souri State Life has grown 
from One Hundred Million Dol- 
lars of insurance in force to 
over One Billion Two Hundred 
Twenty: Million... 
twenty-four years to reach the 
first hundred million... The 
Company to date in 1929 is 35% 
ahead of its paid-for production 
over the same period last year! 





It took 


HILLSMAN TAYLOR, Present 
St. Louis, Missouri 
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Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 
> 


$1,220,000,000.00 
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St. Louis Company To 
Get Peoples Life 


REINSURANCE DEAL NOW ON 


Mississippi Valley Life of St. Louis Ne- 
gotiating; 98% of Stock Purchased 
By Holding Co. 


Plans for reinsuring the business of 
the People’s Life of Chicago with the 
Mississippi Valley Life of St. Louis, are 
being made by the North American Co. 
of St. Louis, a holding company, which 
has purchased 98% of the stock of the 
Chicago company. The North American 
Co., a Delaware corporation, controls 
94% of the capital of the Mississippi 
Valley Life, which has its headquarters 
in St. Louis and now operates in Mis- 
souri and Illinois. 

The People’s Life was incorporated in 
Illinois in 1908, with $150,000 capital of 
which $100,000 was paid-up at that time. 
It was formed to take over the business 
of the People’s Life Assurance Society 
of Chicago, an assessment association 
which commenced business in 1906 on 
the stipulated premium basis. At the 
close of 1928 the company had $16,666,- 
288 of insurance in force and assets of 
$1,960,455, and $403,273 of capital and 
surplus. The company is now licensed in 
Illinois, Missouri, Indiana and Ohio. 

The insurance departments of Mis- 
souri and Illinois will be asked to ap- 
prove the reinsuring of the People’s Life 
by the Mississippi Valley Life. 

In 1914 the stockholders of the Peo- 
ple’s Life authorized an increase of the 
capital stock to $500,000 and in 1923 the 
capital was increased to $200,000 paid-up. 
On October 7, 1916, this company rein- 
sured the Royal Life of Chicago. Early 
in 1921 the capital stock of the com- 
pany was purchased by the Co-Operative 
Society of America. 

The Mississippi Valley Life which 
closed 1928 with $12,830,267 of insurance 
in force and $1,829,000 of admitted as- 
sets was organized in July, 1924, as the 
Kaskaskia Life Stock and commenced 
business in 1925, as the Kaskaskia Life. 
Later the control of the company was 
purchased by a group of St. Louisians 
including J. D. De Buchananne, Jacob 
L. Babler and associates in the North 
American Company of St. Louis and the 
— was changed to Mississippi Valley 
Life. 

On August 27, 1927, the company rein- 
sured the Western Life of Chicago 
which had $4,000,000 of insurance in 
force, and in 1928, the Two Republics 
Life of El Paso, Texas. The latter com- 
pany had $10,160,386 of insurance on its 
books when taken over. 

Last year the common stock of the 
North American Co. was purchased by 
J. N. Mitchell of Topeka, Kas., and John 
P. Smith, formerly deputy insurance 
commissioner of Kansas. Mitchell is 
president of the company, Smith, vice- 
president and secretary and George D. 
De Buchananne, treasurer and manager 
of agencies. 





Third Generation Of Furey Family 
In Pittsburgh Agency Of Berkshire 


William M. Furey, general agent for 
the Berkshire Life at Pittsburgh, and 
known to thousands of life underwriters 
and executives throughout the country, 
took into partnership with him on No- 
vember 20 his son W. Rankin Furey, 


WILLIAM M. FUREY 


who has been in training for the past 
seven years selling life insurance as an 
agent. 

William M. Furey came to Pittsburgh 
from Bellefonte forty-three years ago 
and took a position as a clerk in the 
office of his uncle, the late H. D. W. 
English, then general agent for the 
Berkshire Life. After learning the 
business in both the inside and as an 
agent, Furey was taken into partnership 
with Mr. English in 1905. 

When Mr. English died in 1926 Mr. 
Furey became the sole general agent for 
the Berkshire Life. He has always taken 
an active interest in all Pittsburgh local 
affairs and is an officer or director of 
many companies and. organizations. 

Announcement of President Rhodes 

In making the announcement of the 
agency change President Frederick H. 
Rhodes, who himself started his business 
career with the agency under Mr. Eng- 








INSURES FAMILY OF ELEVEN 

An agent of the Kansas City Life, Jack 
Beiser of the home office agency, re- 
cently wrote life insurance on eleven 
members of one family, a father and his 
ten children. The father, whose name 
is Joseph J. Brown, has certainly proved 
that he is a real believer in protection. 


lish and has long been a personal friend 
of Mr. Furey’s, said: 

“William M. Furey has served this 
company faithfully and continuously for 
forty-three years in the Pittsburgh 
agency and his son, W. Rankin Furey, 








W. RANKIN FUREY 


has been actively and successfully asso- 
ciated with the business for eight years. 

“This happy combination assures the 
policyholders and friends of the agency 
continued efficient attention and serv- 
ice. 


——. 


New York Trust Makes 
Survey Of Insurance 


IN BANK PAPER 
Shows Economic Importance of Growth 
of Life Insurance to People of 


Country 


“THE INDEX’ 


The New York Trust makes a survey 
of the growth of life insurance in the 
November issue of the bank’s paper “The 
Index,” in which the economic impor- 
tance of insurance to the people of the 
country is stressed. The article says in 
part: : 

“A noteworthy development has been 
the extent to which life insurance has 
come to benefit living policyholders, who 
now receive more than 60% of all pay- 
ments made by American companies. Of 
course, to the extent that policies sur- 
rendered represent as they do a very 
substantial ratio to the total paid, the 
benefits of such payments are corre- 
spondingly reduced. 

“Two forms of life protection espe- 
cially applicable to the wage-earning 
classes, are assuming growing impor- 
tance: group, and industrial insurance. 
Today approximately 6,000,000 employes 
of 17,000 employers are group insured. 
Approximately $80,000,000 or $16,000,000 
more than in 1928, will be distributed as 
benefits during the present year. The 
potential expansion of this form of in- 
surance is very great. -The total num- 
ber of lives now covered by group in- 
surance is only about one-eighth of those 
gainfully employed, and the total amount 
in force is only about one-fifth of the 
wages paid annually in industry and 
trade. 

“Figures available for the first three- 
quarters of the present year show that 


. forty-four companies, having 82% of the 


total life insurance outstanding in the 
country, recorded an increase in sales of 


514%.” 





SERVICE ... FIRST, LAST, AND LASTING 





LANE 


decision. 


SERVICE MEANS ACTION 





No. 5 of a series. 

One of our friends ’phoned us to ask a ticklish question, and it 
was necessary for us to inquire at our Home Office for an official 
We asked our friend to hold the wire, did the necessary 
while he waited, and gave him the answer. He was curious to know 
how we could get word so quickly. 
A direct wire to the Home Office.—lIt is no secret, particularly if 
you have had the opportunity to take advantage of this facility. 


THE LANE AGENCY 


TELEPHONE 
HOME LIFE INSURANCE coMPaNy | | 
212 Fifth Avenue = 


NEW YORK CITY 


LOGIC 


We told him, and we tell you. 


aaaids SNWVAW SDIAagaS 








SERVICE IS JUST A HABIT AT THE LANE AGENCY ia 





— 








Provident Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 








However Hard 


a Life Insurance Agent may work to produce business, 
his chances of success are better when he represenis 
a fine old institution such as the 


Massachusetts Mutual | 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 
More Than a Billion and Three-Quarters of Insurance in Force 





—— 
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(Clarifies Decisions 
On War Risk Cases 


“HEREAFTER REVIVED” DEFINED 





Comptroller General Harmonizes Rulings 
and Decisions Affecting Revivals 
of Insurance 





The Comptroller General J. R. Mc- 
Carl has clarified previous decisions re- 
garding the extent to which insurance 
may be revived under the World War 
act by holding that his interpretation of 
the phrase “hereafter revived” need no 
longer be applied on insurance awarded 
and in course of payment in effect prior 
to his decision in the so-called Waters 
case, which was submitted June 13, 1929, 
according to a letter sent to the Director 
of the Veterans’ Bureau, which the Gen- 
eral Accounting Office has just made 
public. In all other respects his deci- 
sion in the Waters case, which was ren- 
dered as a result of legal opinions sub- 
mitted by the Attorney General and the 
courts is still applicable for the revival 
of elapsed, canceled, or reduced war 
risk insurance. 

The questions submitted are stated as 
follows : 

(1) Whether cases of insurance re- 
vived under section 309 of the statute by 
the application as premiums of the $60 
bonus and settled under the Bureau pro- 
cedure in effect prior to decision of this 
office dated June 13, 1929, A-27314, in 


‘the case of William L. Waters, XC-447,- 


307, should be disturbed. 

(2) Whether the interpretation of the 
phrase “hereafter revived,” now in force, 
should be applied to revival of canceled 
and or reduced insurance under section 
05 of the World War veterans’ act as 
amended, and, if so, whether cases set- 
tled under the Bureau procedure in ef- 
fect prior to the date of this decision 
should be disturbed. 


Two Sections Involved 

As there appears no legal basis for 
giving the phrase in question one inter- 
pretation in applying it to one class of 
revivals under the two sections involved 
and a different interpretation in apply- 
ing to other classes of revivals under 
said sections, says the ruling, consisten- 
cy requires that in all classes of revived 
insurance, whether by the application of 
uncoliected disability compensation un- 
der section 305, or by the application of 
the $60 bonus under section 309 of the 
Statute, or whether the insurance was 
lapsed, canceled, or reduced, there must 
be applied the rule that insurance is to 

considered as revived upon occur- 
tence of the death or permanent and 
total disability of the insured which ma- 
tured the insurance and there appears 
N0 sound basis or justification for the 
application by the Veterans’ Bureau of 
a different rule with respect to either 
of the classes of revivals involved. 


LLOYD’S PENSION FUNDS 


Committee Criticized For Not Taking 
tage of Life Benefits; Suggests 
Study of U. S. Schemes 
The new Lloyd’s pension fund is under 
{titicism in British insurance papers. A 
Writer in the “Post Magazine” says that 
the Lloyd’s committee fixed up a plan 
Which does not offer or give or guar- 
antee the benefits that some of the life 
fices are willing to put into a contract.” 
€ suggests that some of the American 
Pension plans be studied by the commit- 
te. Concluding, he writes: 
-l wonder if the Lloyd’s committee is 
big enough to admit this mistake, and 
Ow some of their brokers’ life insur- 
Mme experts to give them something 
Which would make the scheme more at- 
Nactive to their staffs.” 


QUALIFIES FOR CLUB 

J. Franklin Shindell, supervisor of the 
Dern New Jersey territory for the 
:'ovident Mutual Life with headquarters 
4 ewark, has qualified for the conven- 
Dat the company’s Quarter Million 

t Club which will be held next Sep- 
tember in Swampscott, Mass. 











T. G. McCONKEY ON SITUATION 


President of Canada Life Looks for 
Favorable Reaction From Specu- 
lative Excesses 
T. G. McConkey, president of the 
Canada Life, believes there will be a fa- 
vorable reaction from the speculative ex- 


cesses toward life insurance following the 
stock market crash. He says: 


“It seems to us that there are two 
sides to the picture, one side being un- 
favorable and the other side distinctly 
favorable. On the unfavorable side there 
is no use denying that many people have 
actually lost money. How much of this 
money: has been legitimately earned and 
how much was’ paper profits is aside 
from the question. Others have seen the 
values of their holdings dwindle mate- 
rially. These, of course, will not be buy- 
ing as much jewelry, as many fine cars, 
as expensive homes and other luxuries 
generally. Coupled with this, we may 
expect the usual run of calamity howlers 
who will do their best to persuade the 
public that the worst is yet to come and 
some people will believe them. 

“On the favorable side it. should be re- 
membered that this stock market crash 
is unlike its predecessors in that it has 
come with plenty of proper warnings, 
and most encouraging of all, unaccompa- 
nied by failures. It should be remem- 








ESTATE CREATION 
AND PROTECTION | 








But there is a further responsibility to safeguard the cash 


estates created through life insurance, so that they can not be 


bered, too, that the leading financial men 
of the country have not only been 
prophesying such a situation, but stating 
boldly their belief that the sooner this 
bubble was pricked the better for the 
economic good of legitimate business 
and for the public generally. 

“This crash differs, too, from other 
stock market crashes in that it comes at 
a time when business conditions are on 
a sound and healthy basis, and it comes 
at a time when money is plentiful and 
cheap. The recent situation is again re- 
minding our people by the hard school 
of experience that there is no ‘Royal 
Road’ to financial security and that spec- 
ulation in common stocks is as danger- 
ous as any other form of speculation. 

“During a period such as we have had, 
with its lure of ‘easy money’ certain peo- 
ple have held us off because the method 
of accumulating for the future which we 
offered seemed slow. Our experience of 
similar stock market situations in the 
past promises that many of these peo- 
ple will soon be persuaded to turn an 
attentive ear to us, having concluded that 
they cannot grow rich as rapidly as they 
had hoped, and that it would be the part 
of wisdom to set aside a larger propor- 
tion of their earnings in an absolutely 
safe place. 

“On the whole, we do not think there 
is anything in the situation to alarm 
us.” 








THE LIFE UNDERWRITER, in his capacity as advisor and coun- 
sellor on all matters pertaining to life insurance, takes an 


| important part in the creation of estates. 


INVESTMENT LAW UPHELD 





State Court of Washington Says Limita- 
tion Statute Applies to Foreign 
Admitted Companies 

Section 7062 of Remington’s Compiled 
Statutes of Washington, providing that 
no domestic insurance corporation shall 
without the consent and approval of the 
state insurance commissioner, make any 
loan or investment to any other person 
or corporation in excess of 10% of its 
paid-up capital and surplus, also applies 
to foreign corporations doing business 


, Within the state, the Washington Su- 


preme Court has held. The court predi- 
cated its opinion on the fact that section 
7 of article XII of the constitution of 
Washington provides that no foreign 
corporation shall be allowed to transact 
business within the state on more favor- 
able terms than a domestic corporation. 
In conclusion the court stated that the 
statute in question vested the commis- 
sioner with discretionary powers in the 
matter of the investment of funds of the 
domestic corporations and in furtherance 
of the principle of equality of the law 
the court added that this judgment shall 
in no way be considered a bar to any 
proceeding which the appellant may wish 
to elect looking toward the securing of 
action by the commissioner under the 
permissive features of the statute. 














dissipated but will'do the work which the insured plans. This 


protection can be provided through the Life Insurance Trust. 


By the mutual cooperation of the underwriter, with his 


full knowledge of life insurance problems, and the Trust 


Company, with its complete facilities and long experience in 


the handling of trusts, the best interests of the insured and 


their beneficiaries will be served. 


IRVING TRUST COMPANY 


New York 
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Goldman Sachs Tie-up 
With Pacific Coast 


HAVE INSURANCE CONTACT 


Become Rivals of Giannini Interests 
With Strong Affiliations 
Through Directors 


The Goldman Sachs financial group 
which has important insurance interests 
in the East has entered the Pacific Coast 
territory by affiliating with financial 
groups there which are regarded as ri- 
vals of the Gianninis, according to 
“Western Finance.” In an article in 
that paper, Frank O’Donnell identifies 
the Goldman Sachs Trading Corp. with 
some of the companies on the Pacific 
Coast affiliated with the Cochrane- 
Phillips interests and O. Rey Rule, the 
Los Angeles insurance man. The con- 
nections are through directors common 
to companies of the different groups. 
Companies said in this way to come 
under the Goldman Sachs influence are 
given as follows: 


Goldman Sachs Group 


Approximate 
. Resources 
American Company Group (Con- 
trelling the American Trust Co., 
American National Co., C. F. 
Childs & Co., Crocker First Na- 
tional Bank and affiliated compa- 
nies) $400,000,000 
Pacific American Associates, Inc... 100,000,000 
Goldman-Sachs Trading Corp....... 100,000,000 
Shenandoah Corp. ...eseseeeeeeee 102,500,000 
Blue Ridge Corp, ....-e-e.eeeeecee 127,500,000 
Southern California Edison Co., Los 
Angeles, through Harry J. Bauer. 
Security-First National Bank of Los 
Angeles, through W. L. Honnold. 
Pacific Gas & Electric Co., San Fran- 
cisco, through Fred T. Elsey. 
General Cigar Co. San 
through Milton H. Esberg. 
Pacific Mutual Life, Los 
through Lee A. Phillips. 
Pacific Lighting Corp., San Francisco, 
through C. O. G. Miller and Robert 
Miller. 
Gladding, McBean & Co., San Fran- 
cisco, through Athol McBean. 
The Tribune Publishing Co., Oakland, 
through Joseph R. Knowland. 
Alameda Investment Co., 
through Stuart S. Hawley. 
Bond & Goodwin & Tucker, Inc., 
through Nion R. Tucker and Bernard 
W. Ford. 
Union Bank & Trust, Los Angeles, 
through Ben R. Meyer. 
First National Trust & Savings Bank, 
San Diego, through J. Belcher, Jr. 
Pacific Portland Cement Co., San 
Francisco, through Robert B. Henderson. 
Bullock’s, Inc., Los Angeles, through 
John G. Bullock. 
Pacific American Fisheries, Belling- 
ham, Wash., through E. B. Deming. 
Title Insurance & Trust, Los Angeles, 
through Stuart O’Melveny. 
Pacific Finance Corp., Los Angeles, 
through O. Rey Rule. 
Hunter, Dulin & Co., through Robert 
E. Hunter. 


Francisco, 


Angeles, 


Oakland, 


Giannini Group 

The Giannini affiliations are given as 
follows: 
Approximate 
Resources 
Transamerica Group (Controlling 

Bank of Italy, Bancitaly Corp., 

National Bankitaly Co., Bankitaly 

Agricultural Credit Corp., Bank- 

italy Mortgage Co., Bank of Amer- 

ica of California, Bank of America 

of New York, Oakland Bank, Cali- 

fornia Joint Stock Land Bank, Pa- 

cific National Fire Insurance Co. 

and other affiliations) $1,093,449,250 
Intercoast Trading Co...........0% 32,000,000 
Interstate Equities Corp 50,000,000 
Bancamerica-Blair Corp. (with Bank 

of America, New Yosk.......... 500,000,000 

Hale Bros. Stores, San _ Francisco, 
through P. C. Hale. ; 

Emporium-Capwell _Corp., 
through H. C. Capwell. 

California Wine Association, through 
Mark E. Fontana. , ‘ 

Simmons Co. of California, through J. 
F. Leahy. 


D. Ghirardelli Co., through A. Ghirar- 
delli. 


Oakland, 


J. B. Weber Title Insurance, through 
C. C. Chapman. 

Columbia Steel Corp., through Waller 
Taylor. 

Owl Drug Co., through R. E. Miller. 

Pacific Telephone & Telegraph Co., 
through O. J. Woodward. 

Stockton Land Loan & Building As- 
sociation, through R. B. Teefy. 

Pacific Mutual Life, through Wm. H. 
Davis. 

U. S. Grant Hotel Building Co., San 
Diego, through G. A. Davidson. 

Golden Pheasant, Inc., through Morgan 
A. Gunst. 

Long Beach Building & Loan Asso- 
ciation, through E. J. Wightman. 





A STOCK MARKET REACTION 


-Widow Withdraws Policy Principal to 
Invest as Husband Left This Loop- 
hole in Settlement Option 


When a policyholder of a life com- 
pany incorporates a mode of settlement 
option in his policy it is usually wise 
for him to make this clause iron-bound 
to prevent the principal from being with- 
drawn at the beneficiary’s pleasure. If 
not, the purpose of the insurance is of- 
tentimes defeated. 

W. F. Atkinson, Brooklyn manager 

for the Northwestern Mutual, cites a 
case his agency had which exemplifies 
the truthfulness of the above statement. 
On the second day of the recent stock 
market crash a widow who had been re- 
ceiving checks from her husband’s pol- 
icy on the income basis wrote to the 
agency requesting the principal sum of 
the policy as she wanted to invest it 
in stocks, declaring that she could get 
a higher rate of interest. Unfortunately, 
her husband reserved this privilege for 
her when he arranged the optional mode 
of settlement incorporated in the con- 
tract. 
_ Mr. Atkinson informed the widow that 
it was her right to withdraw the prin- 
cipal sum if she so desired but advised 
her strongly against doing same, tell- 
ing her that many of the shrewdest in- 
vestors were taking advantage of life 
policy options because they realized the 
absolute security therein. However, the 
sum was withdrawn, even though the 
widow had just had an illustration of 
the uncertainty of stock values. 





ATLANTIC LIFE JUVENILES 

The first juvenile policy to be issued 
by the Atlantic Life was on the life of 
John G. Webb, Jr., son of one of the 
company’s agents at Raleigh and the 
second juvenile policy was issued to 
Douglas Wallace Swink, seven year old 
son of President Angus O. Swink. 


CLOCK SELLS POLICIES 


Time Piece of Pacific Mutual Home 
Office Bears Words “Time 
to Insure” 

The clock which surmounts the home 
office building of the Pacific Mutual Life 
in Los Angeles and bears the words 
“Time to Insure” was credited with an 
application the other day. 


A gentleman dropped into the home 
office seeking insurance with the result 
that he made application. When asked 
what brought him in, he stated that while 
walking west on Sixth street the evening 
previous, he noticed the admonition on 
the clock and was reminded that his in- 
surance program was not adequate. He 
made up his mind then and there to com- 
plete it at once and put his decision into 
action at his first opportunity. 





CANNOT RECOVER BONUSES 

In a recent suit in Kentucky it was de- 
cided that where an insurance company 
paid an agent a bonus for new policies 
obtained as an inducement for the agent 
to remain with it, though the agent did 
not procure new business required under 
his contract, the payment was clearly 
voluntary and could not be recovered by 
the company on the agent’s leaving its 
employment. Hal M. Ricketts of Cov- 
ington, Ky., now postmaster in that city, 
was the general agent of the American 
National Assurance Company of St. 
Louis, Mo., for a term of years, and was 
to receive compensation at a given rate 


on premiums collected on renewals of 
policies. 





SERVICE 


is the basis of insurance 
underwriting today. 

This Agency is a pioneer 
in the modern method of 
rendering 


SERVICE. 


S. SAMUEL WOLFSON, 
General Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., 
New York 
*Phones PENnsylvania 6778-6879 
“We Grow As We Serve” 
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Educational and Helpful 


The trained man is superior to the untrained. We believe 
this; experience and figures prove it. 


The Seventh Educational Conference for qualified new 
agents has just come to a most successful close. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


Over 83 years in Business 
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NAMES— 
WORTH 
$2.82 EACH! 


Nearly two hundred thou- 
sand names were circularized 
under Fidelity’s lead service 
plan during the past year. 


The average premium value 
of each name proved to be 
$2.82. 


Fidelity’s lead service has 
been in successful operation 
for nearly fifteen years and 
has afforded Fidelity agents 
an easier and more resultful 
selling program. 


More than $400,000,000 in- 
surance in force. Contracts 
available in thirty-nine states 


Write for Booklet 
“What's Ahead?” 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT 
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Puts Ads In 51 Papers 
About Crash In Market 


INSURANCE MEETS SITUATION 





Provident Mutual Ads In Large Cities; 
Each- Carries A. Coupon 
For Follow-Up 





Fifty-one of the largest newspapers in 
the country, representing all sections of 
the United States with the exception of 
the Far West, on November 26 carried 
a full-page advertisement of the Provi- 
dent Mutual Life, carrying the message 
that the one certain and instant way to 
restore an estate depleted by the stock 
market crash was through life insur- 
ance. Today, five other papers—one in 
Denver and the other four on the Pa- 
cific Coast—carry the same message. 

The advertisement contains a coupon. 
These coupons when returned to the 
home office will be distributed to the 
agents for follow-up. Where the in- 
quirer lives in an inaccessible territory, 
literature will be sent to him. In addi- 
tion, reprints of the advertisement are 
being furnished the Provident’s agency 
force for use in canvassing their pros- 
pects. 

The only illustration in the full-page 
advertisement is a stock ticker and white 
space is used to bring home the force 
of the message, which is brief and to 
the point. The advertisement reads in 
part: 

“People today. are Loss-Conscious! 
They must be. They or their friends 
have had losses. Lots of them. Estates 
have been wiped out. Resources drained 
to the last dollar. Folks who never 
thought they’d want, have begun to 
think of wanting ... seriously. Yet... 
there’s many an estate that can be re- 
Stored . . . re-created now ... in the 
twinkling of an eye ... at the stroke of 
apen.. . through Provident Mutual 
Life Insurance. 

“If the market took fifty thousand of 
yours with it, that’s something to think 
about. But not to worry.about. Worry 
won't help you to rebuild. Worry won’t 
restore the protection the fifty thousand 
represented. But planned life insurance 
can instantly put every last dollar of it 
back into your estate for the protection 
of your loved ones or your business, if 
death should occur. 

“Today the man of vision will think 
seriously about life insurance. The man 
with the best interests of his family at 
heart will do more than think. He’ll act 
now... by filling in the little coupon 


at the bottom of this page ... and re- 
member, Now!” 





N. Y. MANAGERS’ NOMINATIONS 





Julian S. Myrick for President and E. G. 
McWilliam for Vice-President Named 
By Nominating Committee 

Nominations have been announced for 
the New York Managers’ Association by 
the Nominating committee, which was 
appointed at the association’s recent 
Meeting at the Yale Club. The follow- 
ing were unanimously agreed upon for 
= Principal offices: president, Julian S. 
Myrick, Mutual Life; vice-president, E. 
C McWilliam, Penn Mutual; secretary, 
ous A. Cerf, Jr. Fidelity Mutual; 
“tairman of the committee on rebating, 
alph Engelsman, Penn Mutual; chair- 
Pon of the _committee on_ twisting, 
vate E, Flanigan, Bankers Life; chair- 
prs of the committee on proselytizing of 
aan Horace Wilson, Equitable Life; 
i. man of the committee on mislead- 

8 comparisons, J. P. Graham, Jr., 
ae: chairman of the committee on 

embership, W. R. Collins, Travelers. 


TORONTO SALES CONGRESS 
tho iree outstanding life insurance ‘au- 
Cm Dr. S. S. Huebner, Vincent B. 
99 and Ralph G. Engelsman, will con- 
san an educational congress for the To- 
sm Life Underwriters’ Association on 
The T, 8-9 at the Royal York Hotel. 
ward Cronto Association is looking for- 

with keen expectation to this 
















WOOLLY ONG NOLO 


WOO! 


LVvew York Life 


Dyurectors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a list of 
Directors, New York Life Insurance Company, the most 
recently elected being Calvin Coolidge: 
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. LAWRENCE F. ABBOTT......... Director Valentine & Co. 
Dy JOREN Bo ANDINGIG 555.5... 2S Manufacturer 
. INNA TISANIBE PosAVEe eo... oe acs ee Textiles 
® CORNELIUS N. BLISS............. Commission Dry Goods 
3} MORTIMER N. BUCKNER }Chairman of Board, New York 
El Trust Co. - 

.. THOMAS A. BERNER css... . <2. 0.05.05. Vice-President 
% NICHOLAS MURRAY BUTLER. Pres’t Columbia University 
e, CALVIN COOLIDGE. Former President’ of the United States 
e. GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. 
e. WALTER W. HEAD.......... Pres’t State Bank of Chicago 
| CHARLES D. HILLES. . 





55S RT ee Insurance Manager 


ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON... .Pres’t Chemical Bank & Trust Co. 


WILLARD V. KING Chairman Advisory Board, Irving 
Trust Co. 


LINO NGLISG). 


AW 


Oy DARWIN P. KINGSLEY...................... President 
Dy RICHARD I. MANNING... . Farmer, Columbia, So. Carolina 
Oy pe ae Lawyer 
&. GERRISH H. MILLIKEN.......... Deering, Miinken & Co. 
e FRANK PRESBREY........ Frank Presbrey Co., Advertising 
Dy JOHN J. PULLEYN...... Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL..... Fleming H. Revell Co., Publishers 
{ Chairman of Executive Committee, 

GEORGE M. REYNOLDS | Continental 
Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE ....... Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. President R. H. Macy & Co., Inc. 


RIDLEY WATTS. ...... Ridley Watts & Co., Dry Goods 
Commission 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE 
NEW YORK, N. Y. 


NOLL SOLON") 


ONL NOL 


DARWIN P. KINGSLEY 
President 
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Golden Seal Fraternal 
Now All Reinsured 

PART TO CHICAGO FRATERNAL 

Life Certificate Holders Get Policies in 


Metropolitan Life; Conway 
Acts Promptly 








Superintendent of Insurance Albert 
Conway has placed the last of the out- 
standing insurance of the Golden Seal 
Assurance Society, which he took over 
recently by order of the court, with the 
Chicago Fraternal Life Association. The 
contract with the Chicago Fraternal Life 
Association is the second contract which 
the Superintendent has made since he 
was authorized on November 16, 1929, 
by Supreme Court Justice Leon C. 
Rhodes to take possession of the affairs 
of the Golden Seal Assurance Society. 
The first contract was made with the 
Metropolitan Life for the protection of 
the holders of life insurance certificates 
of the Golden Seal Assurance Society. 

The contract with the Chicago Fra- 
ternal Life Association completes the 
protection of that portion of the certifi- 
cate holders which was not assumed by 
the Metropolitan Life. The Chicago 
Fraternal Life Association is a fraternal 
benefit society organized in 1894 under 
the laws of the state of Illinois and has 
its home office in Chicago. It is au- 
thorized and permitted to do business in 
New York and has offices at Buffalo, 
Rochester, Syracuse, Waverly and New 
York City. The Chicago Fraternal Life 
Association has been doing health, acci- 
dent, funeral benefit and life insurance 
on the American Experience Table with 
4% interest assumption. Its present as- 
sets are approximately $2,000,000. 





KENTUCKY DEPOSIT ISSUE 





Discussion as to Putting Securities in 
Banks for Safe Keeping 
Before Commission 

The proposition has been made to the 
Sinking Fund Commission of Kentucky 
by the Inter-Southern Life of Louisville, 
that it be permitted to place the $2,000,- 
000 worth of securities which it is com- 
pelled by law to deposit with the state 
in one of the local banks in Frankfort 
for safe keeping. This proposition 
which has been taken under considera- 
tion by the commission is likely to lead 
to some steps being taken by the next 
legislature to provide more funds for the 
adequate protection of the insurance 
company’s securities, and more money 
for the custodian for keeping them. 
Under the present law the securities of 
all insurance companies must be de- 
posited with the state treasurer. Mrs. 
Emma Guy Cromwell, state treasurer, 
has provided a new system for listing 
them, and is keeping a more careful 
check on them, it is said, than hereto- 
fore, although there is no danger of loss 
to the insurance companies as the se- 
curities as a whole are insured. There 
is a very serious question as to whether 
or not the securities can be deposited 
in any bank in the state, as the law 
says they must be placed with the state 
treasurer as the custodian. Attorney 
General J. W. Cammack has been asked 
for an opinion and the commissipn will 
be guided by his decision. 





BROOKLYN LIFE TO DINE 
The Brooklyn National Life will hold 
its fourth annual dinner on next Wed- 
nesday evening at the Brooklyn Club. 
Superintendent of Insurance Albert Con- 
way and former Superintendent James 
A. Beha will be the guests of honor. 





NORTHWESTERN CONVENTION 

The Northwestern Mutual Life of Mil- 
watukee’s agencies in the New England, 
Middle Atlantic and South Atlantic 
states, will hold their fifteenth annual 
convention January 3-4, 1930, at the Ho- 
tel Pennsylvania, New York city. 
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Meeting The Crisis 


(Continued from Page 1) 


during the peak of the loan demand. 
Starting the third week in October, the 
applications for loans rose to a peak 
about coincident with the stock market 
low prices of November 13. Demand 
continued abnormally heavy for about 
ten days afterward. The volume of ap- 
plications is still above normal, but it is 
looked upon by loan department officers 
as the back-wash of the happenings of 
the past month. 

At the peak The Prudential was mak- 
ing 7,500 loans a week. The 50% in- 
crease over normal was handled without 
working the department staff after the 
dinner hour and without delaying the 
paying out process. 

Some of the smaller companies with 
fewer trained personnel in their loan de- 
partments did not fare so well and were 
compelled to work long over-time peri- 
ods during the hectic stock market days, 
or, as one writer put it, “when the stock 
market was trying to give the country 
back to the Indians.” But even in the 
cases of companies having small loan 
department staffs the. granting of loans 
was not delayed and policyholders got 
as prompt service as it would have been 
possible to give under more favorable or 
normal conditions. 

Agencies Rose to Emergency 


These past few weeks will long be re- 
membered in the general agencies in 
New York where the tension was high 
because of proximity to the big market. 
Clients visited the agencies in large 
numbers in an effort to get speedy ac- 
tion. One general agent, who was 
writing his personal checks for loans up 


to $3,000, said during the peak of the 
loan demand: “I have ceased to do a life 
insurance business. I have been doing 
a banking business and have signed 
checks until I have writers’ cramp.” 

The stories heard in the agency of- 
fices are full of drama and some tragedy. 
And through it all runs the creditable 
story of how life insurance companies 
met the sudden and urgent need of the 
policyholders for funds. 

Commenting on the way the emergency 
was met President Loomis of the Con- 
necticut Mutual Life said: 

“We have for the past three wéeks 
been daily following with interest and 
admiration the functioning of our policy 
loan service. Almost overnight, accu- 
racy and speed became a matter of prime 
importance to a very considerable num- 
ber of the company’s policyholders. 
From an average of sixty-seven loans a 
day through the preceding six months, 
the number rose during the disturbed pe- 
riod to a high point of 227, with an aver- 
age of 163 per day from October 29 to 
November 16. The cash disbursement 
during this period was $1,337,566. 

“Checks received by the policyholders 
in many cases a day late might thereby 
have entirely failed to serve their pur- 
pose. Therefore, speed in the comple- 
tion of the papers and in the mailing out 
of the checks was most necessary at the 
time when the volume was running at 
the highest. The manner in which the 
Policy Loan Department, supplemented 
by the fine co-operation of the Cash- 
ier’s Department, has cheerfully through 
long hours of overtime handled this 
task, is most thoroughly appreciated. It 
is an achievement that will impress 
every field representative and every pol- 
icyholder that has had occasion during 
the past three weeks to resort to this 
branch of the company’s service.” 








SILENT ON DISABILITY 


California Favors Idea of Standard Dis- 
ability, But Questions Power to Leg- 
islate Provisions as Ruling 


California has not taken any action 
as yet on the disability question. It is 
understood that the department is in fa- 
vor of the idea of standard disability 
provisions, if for no other reason than 
the fact that they would put a stop to 
the unreasoning competiiton among life 
companies on the score of disability 
benefits in connection with life insurance. 

There is, however, a grave question in 
the department’s mind as to its authority 
to legislate the proposed standard pro- 
visions through the medium of a depart- 
mental ruling. It is believed that a con- 


certed sentiment in favor of the standard 
provisions on the part of the life com- 
panies operating in the state would be 
effective in dissolving this question. 





DISABILITY RATE INCREASE 


The Mutual Life has notified its agents 
that on and after January 1, 1930, its 
rates for disability benefits under its 
life policies will be increased at least 
10%. For the time it will continue to 
use its present clauses, but by July 1, 
when the standard provisions become ef- 
fective in various states the company will 
adopt them and rates therefore will be 
promulgated. 





EMPIRE LIFE MERGER 


The recent purchase by which the Em- 
pire Life of Toronto has taken over the 
business of the Commonwealth Life & 
Accident, has now been ratified by the 
insurance department. With the com- 
pletion of this merger, the Empire Life 
has $21,000,000 of insurance in force, with 
assets of $2,000,000. 


Texas Company Gives 
Human Nature Lessons 


COMMON SENSE TIPS TO AGENTS 
Comments on Senmenateation, Timidity, 
Loafing, Lack of Tact, Selfish- 
ness and Knocking 


A little lesson in human nature is giv- 
en to agents of the Great Southern Life 
of Houston, Tex., in which agents are 
warned against fundamental drawbacks 
to the closing of sales by the application 
of common sense. 
story, but never too old to be prevented. 
Says the Great Southern: . 


“Procrastination. The most insidious 
and devastating of all the ills that fall 
to the lot of the life insurance man. 
Remedy: The will power to relegate nat- 
ural inclination to the background. The 
energy to drive one’s self against the 
spirit of “Manana” mixed with equal 
parts of hard work and applied every 
hour will effect a speedy and permanent 
cure. 

“Timidity. Another arch enemy to 
success that causes the life insurance fra- 
ternity to lose millions every year. Self- 
analysis will develop the fact that this 
disease does not really exist, but is a 
mental condition harder to: overcome than 
physical impairment. Remedy: Educate 
yourself to an understanding of the in- 
stitution of life insurance so deeply root- 
ed that you feel absolute confidence in 
yourself, able to meet any prospect on 
any plane upon which he desires to trav- 
el. Many severe cases have been per- 
manently cured by this method. 

“Tgnorance. The lack of knowledge 
concerning your line will fill your mind 
with fear of ghosts that never have been 
or ever will be. It will cause you to give 
erroneous answers to questions asked by 
your prospects, shatter their confidence 
in you and make the closing of a case 
virtually impossible as far as you are 
concerned. Remedy: Read, study, learn 
and remember what you learn. Educa- 





Maximum Protection 


When Needed Most 


The low rate of our new Convertible to 65 
makes it practicable for you to seil your pros- 
pect complete insurance protection now while 


he needs it most. 


Its various options give it the flexibility 
needed to take care of any change in circum- 
stances that may develop and therefore greatly 
reduce the hazard of lapse and replacement. 


Send for descriptive booklet with rates. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion 


in Force 





It is rather an old“ 


——., 
= 


tion, properly applied, always effects 3 
cure. 

“Loaferitis. An infection caused by 
the microbe of inertia, common enough 
among insurance men to almost be con- 
sidered an epidemic. In virulent cases 
the patient refuses to move until scourged 
into action by the pangs of hunger or 
financial distress. Remedy: The only 
known antidote for this disease is a lib- 
eral application of hard work and its ac- 
companying emoluments. 

Lack of Tact and Knocking 

“Tactlessness. Kills the chances of 

making a good approach, antagonizes 
your prospect and multiplies chances of 
defeat. Remedy: Consideration for your 
prospect’s ideas, the ability to understand 
whether conditions are favorable for a 
successful interview or not and the nerve 
to gracefully retire in case they are un- 
favorable. Tact is a natural attribute 
fully developed in some cases, latent in 
others. It can be cultivated by study 
and observation and pays wonderful diy- 
idends when acquired. 
; “Selfishness. Prevents you from see- 
ing anything in the placing of a life in- 
surance contract beyond the commissions 
you expect to receive. It results in dis- 
satisfaction on the part of the policy- 
holder, induces lapsation and _ breeds 
trouble for your company. Remedy: An 
understanding of your company’s service, 
mental expansion to a point where you 
can visualize the needs of your prospect 
and place his best interests and _ those 
of your company above your own desire 
for the immediate possession of a few 
dollars. 

“Knockeritis. A rank poison to the 
Proper presentation of a life*insurance 
proposition. It breeds suspicion in the 
minds of your prospects, jars their con- 
fidence in any statements you make, and 
justifies them in refusing to deal with 
you. Remedy: Avoid any mention of 
other companies or their representatives, 
If compelled to render an opinion, make 
it brief and complimentary. Every u- 
kind word you utter concerning a com- 
petitor digs dollars out of your pocket 
and reduces the number of your friends” 





MINN. UNIVERSITY PROTECTION 


Regents Approve Plan to Cover Faculty 

Members’ Lives and Also Several 

University Buildings 

The project for insuring the lives of 
faculty members of the University of 
Minnesota will cost the university about 
$30,000 annually, according to a report 
made to the regents by Professor Rich: 
ard Scammon, chairman of the commit 
tee which investigated insurance plans. 
The regents approved two _ insurance 
plans recently, one providing for protec: 
tion on the lives of the faculty members 
and the other for insurance on a num 
ber of university buildings. i 

The faculty protection will provide 
death and disability coverage and olf 
age protection. Faculty will pay about 
$75 a year, with the university donating 
from $50. to $60 for each. Each faculty 
member’s family would receive $10,000 ia 
case of death. 





PENNSYLVANIA BANKRUPTCY 

In discussing bankruptcy in Pennsy" 
vania the Provident Mutual “Field 
Notes” says: 

Entire proceeds of insurance or 4 
nuities for benefit of wife, chi'dren, ” 
other dependent relative is exempt fro” 
all claims of creditors of insured, nt 
withstanding the right to change the 
beneficiary named has been reserved Wy 
insured or is permitted by insrer, = 
proceeds of insurance or annui'y isste 
to a solvent citizen of state wh«reof i 
sured or purchaser of annuity shall be 
beneficiary or annuitant, not exceeditt 
income or return therefrom, $100? 
month is exempt from creditors. Stat 
utes 1920, Sections 10387 and ‘2259. 


I. A. LEWIS’ 12TH ANNIVERSAR! 

To commemorate the twelfth Eq! 
table anniversary of I. A. Lewis, io 
York, members of his agency paid 1 
a million in one month. 
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Insurance Only Means 
To Re-Create Estates 


AFTER STOCK MARKET LOSSES 





Harvey Weeks Tells Rochester Associa- 
tion How- Loser in Stocks Can 
Best Restore Estate 





With the creation of estates one of 
the great objectives of life insurance it 
is felt by life underwriters that the re- 
cent stock market crash bringing losses 
to so many people and in many cases 
doubtless wiping out estates that have 
taken years to accumulate, gives a rare 
opportunity to demonstrate how life in- 
surance can be utilized to re-create im- 
paired estates. Speaking on this sub- 
ject before the Life Underwriters and 
Fiduciary Association at Rochester, N. Y., 
last week, Harvey Weeks, assistant sec- 
retary of the Central Hanover Bank & 
Trust, New York, said: 

“life insurance is the only instrument 
available to the market loser who wants 
to immediately bring his estate back to 
par.” There is a big difference, he said, 
between the estate shrinkage during the 
man’s lifetime and estate shrinkage at 
his death. Because during his lifetime 
his earning power enables him to rebuild 
his estate at once. ; 

“By far, the overwhelming majority 
of life underwriters feel it is their job 
to help men and women create estates 
or increase their estate by selling them 
life insurance policies. 

“These producers who, we might say, 
only sell policies, are almost without ex- 
ception men of great selling ability and 
possessed of dominating personalities. 
On the other hand, there is a constantly 
growing number of underwriters who 
are increasing their production by using 
the estate analysis plan. 

“The life underwriter who appreciates 
the great possibilities in Estate Analysis 
work but who has a limited experience 
can well use the services of a capable 
trust company representative and thus 
bring to his prospect information that 
will frequently create desire for in- 
creased life insurance. To get the max- 
imum results the underwriter should be- 
come intimately acquainted with a trust 
man with whom he will work in each 
bank, thereby helping him increase his 
production and better service the needs 
of his prospect.” 





MONOXIDE HAZARD 


Five years ago the John Hancock be- 
gan to warn the public of the carbon 
Monoxide hazard through advertise- 
ments, placards, posters, radio, and es- 
pecially with a warning booklet which 
as been circulated extensively through 
safety councils, chambers of commerce, 
automobile clubs, etc. 

With all that is being done through 
government channels and by the auto- 
mobile companies, the almost daily re- 
Ports of accident and death from this 
tase indicate the need for continued 
publicity and warning. 





PILOT LIFE APPOINTMENTS 
Two new general agency appointments 
announced by the Pilot Life of Greens- 
boro, N. C, are B. M. Stanton, Nash- 
ville) Tenn., and Phillips-Lowery-Snow 
Ins. Agency of Shreveport, La. 
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| these days of stress 


Life Insurance is the Safest Investment 





settlement of your equities. 


further payment. 


used to tide you over. 


and family security. 


A mutual com- 
pany returning 
annual dividends, — 
and offering a 
policy for every 
need. 


f- 


Ideal Savings and Investment Plan for Average Person 


If you are unable to complete payments, you receive a fair 


Should you be permanently disabled, you receive a definite 
income regularly, and your insurance is continued without 


If financial accommodation is needed, your policy can be 


Your beneficiary will receive in full the amount you have 
decided upon, no matter how few payments you have made. 


If you live, you will receive the amount yourself. 


To thousands life insurance, used as a savings and invest- 
ment plan, is giving financial independence. 
point of availability for every individual, safety and perma- 
nent value, certainty of return, easily carried cost, and control 
by the investor,—it is a solid rock on which to build personal 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


From the view- 


























FAVORABLY KNOWN 

From Portland, Maine, to Portland, Oregon, 

the Union Mutual is known as— 

The Friendly Maine Company 
A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 
Union Mutual Life Insurance Company 
Portland, Maine 


Incorporated 1848 




















SIR THOMAS WHITE TO SPEAK 





Canadian Minister of Finance During 
World War to Address’ Life 
Presidents’ Meeting 


The Association of Life Insurance 
Presidents will have as one of the speak- 
ers at its annual meeting December 12 
and 13 at the Hotel Astor, Sir Thomas 
White, who was minister of finance for 
Canada during the World War. He is 
vice-president of the Canadian Bank of 
Commerce of Toronto and will discuss 
the international financial relations of 


the United States and Canada. Sir 
Thomas is a director of the Canada Life 
and has long been prominent in Cana- 
dian financial circles. 


_ INSURANCE COMPANIES WIN 





Sued in Louisville Following Death of 
Attorney in Alleged Bootlegging 
Place There 

Federal Judge Charles I. Dawson of 
Louisville has given a directed verdict 
for the Preferred Accident and the 
Travelers on policies carried by Nelson 
W. Proctor when his wife sued the com- 
panies for a total of $17,000. The de- 
cision was rendered this week. Proctor 
was commercial attorney for the Louis- 
ville & Nashville Railroad. The case 
will be taken to the United States Court 
of Appeals. 

Proctor was found dead with a bullet 
in the heart at a house at 525 North 
Nineteenth street. The police stated that 
the place was a “home brew joint.” 


Remarkable Feat by 
W. W. Klingman Agency 


2,571 APPS WRITTEN IN MONTH 





St. Paul Agency’s Submitted Business 
for October Was Approximately 
$7,000,000 


W. W. Klingman is not only a vice- 
president of the Equitable Life Assur- 
ance Society but also runs one of the 
largest agencies in the West. “In the 
West” is putting it modestly. It should 
be in the country. 


The record that the Klingman agency 
made in October will bear comparison 
with any and the Equitable Life Assur- 
ance Society correctly describes it as “a 
marvelous performance.” A total of 2,571 
applications was written for $6,935,410. 
The Equitable makes this comment in 
its agency publication: “A record of 
nearly $7,000,000 of insurance written 
within one month, more than 90% on 
binder, challenges the admiration of the 
whole life insurance world.” : 

The Sioux Falls representatives of the 
Klingman agency actually wrote 412 ap- 
plications during the month. A contest 
had been staged, dividing the agency in- 
to sixteen teams. 





A. M. HOPKINS AT NASHVILLE 

A. Moseley Hopkins, Sr., has been 
made manager of the Penn Mutual 
agency at Nashville, Tenn. Mr. Hop- 
kins began in life insurance in Tennes- 
see in 1909 as a general agent for the 
Reliance Life. He was later with the 
Jefferson Standard Life, and in 1920 be- 
came manager of agencies for the Phila- 
delphia Life. He joined the Penn Mu- 
tual in 1928 and has been home office 
representative at Chicago. A. Moseley 
Hopkins, Jr., will be associated with his 
father in the management of the agency. 
He is a graduate of the Wharton School 
of Finance of the University of Penn- 
sylvania, and has been in the Aetna’s 
Philadelphia office under Manager W. R. 
Harper. 





COMMUNITY DRIVE 


Life insurance underwriters in Okla- 
homa City played a very prominent part 
in activities of the Community Fund 
drive with C. C. Day, general agent for 
the Pacific Mutual, and Josephine Lin- 
coln, special agent for the Equitable Life 
of the United States, on the publicity 
committee. Neal O’Sullivan and Guy 
Goldstandt, Equitable Society, were also 
prominent in the drive. 





JOHNSON JOINS WALLIS 


John C. Johnson, general agent of the 
Equitable Life at Iowa at Scranton, Pa., 
has become associated with General 
Agent Allan D. Wallis at Philadelphia 
under the firm name of Wallis & John- 
son. The new agency has charge of the 
combined Philadelphia and Scranton ter- 
ritory. 





NEW JERSEY MANAGERS MEET 
Nearly all of the New Jersey managers 
wf the Metropolitan Life attended a 
uncheon-meeting of the Manageys’ As- 
sociation of New Jersey which was held 
on Wednesday at the Robert Treat Ho- 
tel, Newark. Samuel Peterfreund, man- 
ager of the Essex district, presided. 
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DANIEL F. APPEL 

Daniel F. Appel, president of the New 
England Mutual Life, who died a few 
days ago, was a fine representative of 
the old school type of insurance presi- 
dent—an insurance man from the ground 
up; yet, a man who had his pulse on 
every phase of his great company’s ac- 
tivities. It is impossible to divorce his 
career from his personality. That career 
was distinguished in the business; his 
personality drew people to him close and 
in loving affection. Hundreds of New 
England Mutual Life men in the years 
which have gone had companionable in- 
terviews with him in which they dis- 
cussed their secrets, their ambitions, 
their problems. Those interviews, both 
of a personal and business character, 
were not only highly appreciated at the 
time but were so keenly treasured as 
never to be forgotten. A helping hand 
from Dan Appel was a helping hand 
indeed. 





SENATOR B. ROGER WALES 

Death this week removed from the 
New York State Senate B. Roger Wales. 
who since 1927 has been chairman of the 
Senate Insurance Committee. As chair- 
man of that committee his keen and 
analytical mind readily grasped the in- 
tricacies of the insurance amendments 
proposed, oftentimes the bills being sub- 
mitted by the New York Insurance De- 
partment. In 1927 he sponsored the De- 
partmental bill liberalizing the provisions 
of Industrial life policies. He was large- 
ly responsible in 1928 for the enactment 
of the law requiring insurance brokers 
to pass a written examination. In 1929 
he received much of the credit for the 
passage of the Departmental legislation 
under which life companies may use the 
men’s ultimate table of mortality instead 
of the American Experience Table. 

In short, Senator Wales was a first 
class and an understanding public serv- 
ant. His training had fitted him for his 
legislative post. A graduate of Bing- 
hamton High School and Columbia Law 
School he had been city court judge in 
Binghamton and the city’s corporation 
counsel before going to Albany. 





POLICY LOANS MEET A PUBLIC 
EMERGENCY 

While the life insurance companies do 
not welcome a large addition to the pol- 
icy loan account because such loans re- 
duce the amount of the net insurance 
of the policyholder, and experience has 
shown that they are among the last ob- 
ligations that the insured pays off, being, 


indeed, too often the first step toward 
lapse of the policy, yet, the. companies 
may well take satisfaction in their per- 
formance during the past four weeks in 
meeting the urgent need of many thou- 
sands of policyholders for immediate 
funds. For many the service of the life 
insurance companies in speeding up the 
machinery for granting loans meant sav- 
ing their equities in stocks either held 


on margin with brokers or hypothecated 


in any other manner. 

It is also true that no investment of 
a life insurance company can be sounder 
than its policy loans. They are advances 
at interest against a contract for the 
payment of money at some future time. 
They are investments in the company’s 
liabilities. Still, no company desires in- 
creasing policy loans for the reasons 
mentioned above. 

The making of loans against policies 
on any such scale as has been experi- 
enced in recent weeks is not a healthy 
development for either the company or 
the insured. The beneficiaries of the in- 
surance are the real losers when the 
loans are not repaid. It is to be hoped 
that the funds thus raised, having served 
in the emergency, will be repaid in large 
part to restore to thousands of beneficia- 
ries the full measure of protection that 
was theirs before the collapse of the 
stock speculation orgy. 





CODE NAPOLEON AND FIRES 

At intervals in this country there is 
agitation for the enactment of municipal 
legislation which would make a propertv 
owner responsible for damage to his 
neighbor’s property if fire results from 
carelessness or from some other pre- 
ventable cause. So far no city has taken 
such a step. The Eastern Underwriter is 
frequently asked what the French code 
is in this respect. A satisfactory ex- 
planation is given in the revised edition 
of “Fire Insurance Inspection and Un- 
derwriting,” written by C. C. Dominge 
and W. O. Lincoln of New York, a book 
just from the press. Their explanation 
in brief follows: 

Under the Code Napoleon in France. a 
man is held responsible for fire dam- 
age to his neighbor. Each fire is in- 
vestigated and the owner or tenant of 
any premises must show he is not re- 
sponsible for a fire starting in any prem- 
ises occupied or owned by him. In 
France a tenant usually insured by one 
policy the following items: (1) His own 
property; (2) the risk of responsibility 
for damage to the building; (3) the risk 
of responsibility for damage to his 
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J. S. FRELINGHUYSEN 








Joseph S. Frelinghuysen, president of 
the Stuyvesant Fire, the American 
Home and the American Constitution, 
and former United States Senator, last 
week announced his candidacy for the 
Republican senatorial nomination in New 
Jersey. His announcement forecasts a 
battle at the 1930 primaries with David 
Baird, Jr., newly appointed United States 
senator from New Jersey, who has gone 
to Washington to fill the unexpired term 
of Walter E..Edge, named as_ the 
Ambassador to France. Mr. Frelinghuy- 
sen says he has taken his present stand 
in deference to many friends and well- 
wishers who have urged him to become 
a candidate. He believes that his many 
years in the country’s public service will 
recommend him to the further confidence 
of the voters of New Jersey. 

K * * 


Miss Oleita Harrison, sccretary of W. 
E. Mallalieu, general manager of the 
National Board of Fire Underwriters, 
who was recently injured while running 
for a boat train, is recuperating. Miss 
Harrison was with the Red Cross in Italy 
and Southeastern Europe during the war, 
also being at Constantinople for a time. 
For ten years she has been with the 
National Board and has a wide acquaint- 
ance among insurance executives. 

* * * 

Frederick Whiley Hilles, elder son of 
Charles D. Hilles, New York state man- 
ager of the Employers’ Liability and 
Republican national committeman from 
New York state, and Miss Susan Ivy 
Morse, daughter of Dr. and Mrs. Wil- 
liam I. Morse of Cambridge, Mass., are 
to be married. F. W. Hilles attended 
the Taft School in Connecticut and was 
graduated from Yale in 1922. He now 
is an instructor of English at that uni- 
versity. 

a; 

Charles F. Coffin, president of. the 
State Life of Indianapolis, has been 
named as one of the candidates for the 
hoard of directors of the Indianapolis 
Chamber of Commerce. Mr. Coffin al- 
ways has been active in the work of the 
organization and at one time was presi- 
dent of the Chamber of Commerce. 

* * * 


Elston Beaty, a general fire insuranc* 
agent in Califon, N. J., is also mayor of 
the town. He has been engaged in the 
insurance field for a number of years. 








neighbors. A landlord insured in one 
policy the following items: (1) . His 
own property; (2) his responsibility for 
damage to the property of tenants; (3) 
his - responsibility for damage to the 
property of neighbors. 


George J. Lidstone of Edinburgh, who 
recently retired as actuary and manager 
of the Scottish Widows’ Fund on ac- 
count of ill health, has been presented 
a gold medal on behalf of the Institute 
of Actuaries and.the Faculty of Actua- 
ries in Scotland, in recognition of his 
services to actuarial science. Mr. Lid- 
stone has been responsible for many 
new developments in actuarial theory, 
and*the presentation is a well deserved 
tribute at the end of his official career, 
He made his first contribution to actua- 
rial literature before the age of nineteen 
and has since done much important work 
of a scientific kind. He served as presi- 
dent of the Faculty of Actuaries in Scot- 
land, and was offered the presidency of 
the Institute of Actuaries. but could not 
accept owing to his residence in Edin- 
burgh. The Actuarial Society of Amer- 
ica has also conferred upon him its Fel- 
lowship. 

* * 


C. W. Hollenbaugh, who has been 
made editor of the “Pacific Underwrit- 
er,” now conducted under “National Un- 
derwriter” auspices, has been home of- 
fice editor and director of education of 
the Western States Life of San Fran- 
cisco. He has been a lecturer on fire 
and life insurance subjects in the Uni- 
versity of California course and has the 
degree of Chartered Life Underwriter. 
The contributing editor of the paper is 
Miss A. V. Bowver. whose acquaintance 
is wide. Frank W. Bland,-once stationed 
in this city but a Westerner by instinct 
and preference, is business manager. 
Robert W. Neal, founder of the paner, 
continues as president. This is a like- 
ly quartette, and the publication will 
show new life. 

* * xk 


Roy Folger, well-known California 
insurance man, was recentlv given asa 
gift a transcontinental trip by the Fam- 
ily Club, a San Francisco organization 
which each year bestows good things 
upon some. one. Last week’s “Time,” 
which describes Mr. Folger as “San 
Francisco’s favorite amateur entertainer,” 
prints his picture and tells some inter- 
esting things about him. On his trip he 
visited many national celebrities includ- 
ing President Hoover, who is his old 
friend and Palo Alto neighbor. Friends 
scheduled every hour of his time, to 
luncheons, matinees, dinners, surprise 
soirees. 

Se: 


Milton R. Morgan, well known local 
agent of Eagle Rock, Va.. who has been 
Virginia general assembly for several 
a member of the lower branch of the 
terms, was re-elected last week to repre 
sent the counties of Botetourt and Craig 
Mr. Morgan is also cashier of the Bank 
of Eagle Rock and is prominent in finat- 
cial as well as insurance circles in his 
section of the state. 

x * x 


Hollis L. Brownell has taken over the 
interest of his father, L. J. Brownell, ™ 
the life and. casualty agency o! 
Brownell & Sons in Watertown. N. Y 
The father will go to Florida for the 
winter and lafer will return to Water: 
town to establish a life insurance agen 
there. 

* * * 


Miss Agnes Ross, former secr: tary to 
Frederick B. Kellam when he wa: United 
States Attorney of the Royal, 1s a 
secretary to Harold A. Fortington, chic 
financial officer of the Royal grou? ae 
president of the No. 150 William Stree 
Corporation, New York. 

* * * 


L. Edmund Zacher, the new | 


of the Travelers, plans to visi’ 
the company’s agencies. 
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How McKinley Administration 
Leaned for Important Informa- 
tion Upon Life Insurance 
Executive 
Thomas Beer, a biographer and re- 
corder of the nation’s decades, who packs 
entire incidents into sentences and piles 
them on layers deep until the reader gets 
dizzy with his scintillation, has written 
a book on Mark Hanna, the Cleveland 
capitalist and political giant who made 
William McKinley President and then 
became a member of the United States 
Senate. .“Hanna” is the title of the 

book. 

In reading the volume I got the idea 
that the author obtained most of his 
facts from letters sent or received by his 
father ; also, from memory of stories 
told in the family circle and otherwise 
by his father, William C. Beer. 

From 1896 to 1904 William C. Beer 
was constantly employed by either the 
New York Life or by George W. Per- 
kins, at one time vice-president of the 
New York Life and later a member of 
J. P. Morgan & Co. His work was 


largely that of an observer to tell the. 


Administration at Washington confiden- 
tially what was what. In these days 
when the insurance companies keep away 
from politics it will surprise some peo- 
ple to know that during the days of Mc- 
Kinley the Administration thought so 
highly of John A. McCall, then presi- 
dent of the New York Life, that it asked 
him to find out how the great financial 


| interest of the country would react to a 


declaration of war with Spain. It was 
Beer who got the dope for Mr. McCall. 
In fact, he got lots of it for Mr. Mc- 
Call and for Mr. Perkins. What they 
didn’t know that was passing in the 
minds of the great figures of the country 
wasn’t worth knowing. 

At one time William C. Beer was the 
leading production representative of the 
National Surety in the West, later being 
transferred by that company to New 
York. In his earlier days he was a 
West Point man. William C. Beer and 
John A. McCall had considerable to do 
with having William B. Joyce come from 
the West to take up the reins of run- 
ting the National Surety Co. 


* * * 


A Veteran At The Ludlum Lunch 


Clarence A. Ludlum will probably long 
fémember the luncheon given him at the 
ankers’ Club last week by the Insur- 
ance Society of New York and by the 
Nsurance Institute. There was much 
% a sentimental nature about this trib- 
ite to the retiring vice-president of the 
Ome who has been so active in both 
the Society and the Institute. Those 
‘round the table were widely representa- 
le of insurance, some of the most 
Prominent figures in the business. 

ne personality which particularly im- 
Pressed me was that of the veteran ma- 
Mne insurance man, Cornelius Eldert, 
President of the Atlantic Mutual of No. 























51 Wall street, New York, a company 
which began business in 1842 and which 
has had an amazing success. It was the 
first time I ever saw the veteran Mr. 
Eldert at an insurance luncheon. One 
of the most retiring of the executives, 
there is one public function which gives 
him satisfaction, and that is when he 
appears in his capacity as president of 
a life saving association and presents 
medals of merit to heroes of the sea. 
It has been his happy privilege to pre- 
sent two of those medals to Captain 
Fried, the first when the latter com- 
manded the “America,” and later as com- 
mander of the “Roosevelt.” Captain 
Fried is the man who directed the res- 
cue of survivors from two historic sea 
disasters. A good many traditions are 
gathered about the Atlantic Mutual of- 
fice which is in the heart of Wall street. 
One was that it did not have stenogra- 
phers and the other was that it did not 
have telephones. That was true many 
years ago, but at the present time the 
Atlantic Mutual office is one of the most 
up to date marine insurance offices in 
the world, especially in its tabulating 
system. Mr. Eldert went to the Lud- 
lum luncheon because he is an old-time 
friend and admirer of Mr. Ludlum. 
The toastmaster of the lunch, William D. 
Winter, president of the Insurance So- 
ciety of New York, delivered a talk, neat, 
compact and exceedingly effective. C. 
R. Pitcher, who was called upon briefly 
to sketch the career of Mr. Ludlum to- 
gether with his activities for the good 
of the business, broke down for a mo- 
ment while making a comment on Wil- 
liam N. Bament, famous general adjuster 
of the Home, who had recently died. 
Tears welled in his eyes as memories 
of Mr. Bament flashed through his mind. 
Mr. Pitcher is not the only insurance 
man on the Street who was overcome 
with emotion evoked by Bament mem- 
ories. 
eo ere —~ 
New Popularity For Houston Book 


When David F. Houston, president of 
the Mutual Life, and former Secretary 
of the Treasury and Secretary of Agri- 
culture, penned his memoirs, he would 
probably have been amazed if some one 
had told him that those volumes would 
some day be sold in drug stores and 
cigar stores. Such is now the case, and 
the book has a new lease on popularity. 


* * * 


Quaid Goes To Coast By Plane 

William Quaid, executive vice-presi- 
dent of the Southern Fire, made the 
trip to San Francisco this week by the 
Transcontinental Air Transport line. In 
brief, traveling by plane and train he 
arrived at his destination in forty-eight 
hours. 

* * * 
Entertaining H. D. Hart 


When Hugh D. Hart, vice-president of 
the Penn Mutual Life, journeyed to Bos- 
ton last week to speak before the Bos- 
ton Life Underwriters’ Association, the 
visit was not treated perfunctorily. One 


pleasant feature was a reception ten- 
dered to him at the home of Stanford 
Wright, general agent of the Penn Mu- 
tual in Boston, and Mrs. Wright at 
their home in Lynn, Mass. On the eve- 
ning of November 22 Mr. Wright and 
the entire agency force with their wives, 
sixty-five guests in all, received Mr. 
Hart in the music room of their home 
which was decorated with potted ferns 
and flowers. A stringed orchestra fur- 
nished the music. 

Mr. Wright entertained the guests 
with a vocal selection, accompanied by 
Mrs. Wright on the piano, Among the 
guests were Leslie C. Small, president 
of the Stanford Wright Agency Asso- 
ciation; A. Neil Somerville, agency su- 
pervisor; Charles W. E. Bollard, unit 
supervisor; Ralph W. Messer, manager 
of the Lynn office; and Frank A. B. 
Stanton, office manager. 

a ae 


A Tip To Publishers 


At the Washington meeting of the 
insurance librarians the subject of in- 
surance book publishers, insurance au- 
thors, arid similar literary matters held 
the floor for half an hour, during which 
time the librarians told one another their 
ideas of what new insurance books could 
be written which would have a consid- 
erable popularity. The idea was that 
there is a demand for certain types of 
books which have not yet been writ- 
ten, and which are not scheduled for 
pubjication, at least in the near future. 
Behind the discussion was the fact that 
many people call at the library asking 
for volumes covering what they regard 
as important data and there is no vol- 
ume to give them covering the situa- 
tion. The conversation was not in the 
nature of a panning of books already 
written or of the authors who write 
them as there are a number of books 
on insurance which meet the needs of 
the students of insurance. It has re- 
sulted in the decision to appoint a com- 
mittee which will be named by Miss Ma- 
bel B. Swerig, librarian of the Insurance 
Society of New York. 

* * * 


Growth of Reinsurance 


A good job was done in the “Rein- 
surance Number” of “The National Un- 
derwriter.” In fire insurance the per- 
centage of reinsurance to gross business 
is more than 30%. In casualty insur- 
ance it is well over 10% of the gross. 
The 1928 premiums of American fire re- 
insurance companies were $36,313,294; of 
foreign companies, $25,602,963. In casu- 
alty reinsurance the premiums of the 
American companies last year were $13,- 
589,724. The premiums of the European 
Re. were $6,988,705. The company which 
wrote the largest amount of reinsurance 
premiums last year was the Rossia. The 
European Re. came next. 

ec@ is 


An Intimate Check-Up 

A good way to size yourself up and to 

know where you will stand in the world 

if your wishes materialize is to keep 

track of the type of men who give you 

a thrill when you meet them or whom 
you most desire to meet. 
t:..£: * 


Honor Safety Driver; His Wife 

in Crash 

Casualty men interested in accident 
prevention and safety work will get a 
chuckle out of the story of Ernest Ling 
of Evanston, Ill, who was paid the 
highest tribute by the Evanston Safety 
Bureau a short time ago for driving a 
motor bus 175,000 miles without an ac- 
cident. Mr. Ling’s bosom was still heav- 
ing with pride as he walked home from 
the meeting. Suddenly he noticed along 
the side of the street the wreck of an 
automobile which apparently had: dis- 
puted unsuccessfully with a truck over 
the right of way. 

“Very careless,” commented Mr. Ling. 
Then a woman approached from the 
scene of the wreck. It was his wife. 

“It was so dark,” she said. “I didn’t 
see the truck. 


Odd Claims From London 


The latest in unusual claims from Lon- 
don is where a’man has started a law 
suit for $15,000 alleging that he has suf- 
fered the loss of five perfect teeth, dam- 
age to his face and mouth and the par- 
tial loss of speech through having bitten 
into a poisonous, stinging worm which 
had been pressed into a plug of tobacco. 
The assured is claiming the $15,000 from 
the tobacco manufacturers and the re- 
tailer. 

Every trade, of course, has its own 
peculiar risks. Recently a woman. sued 
a boot-seller for damages for a sceptic 
heel caused by a projecting nail in her 
shoe. Another woman had claimed for 
damage to a dress through contact with 
a newly-painted counter. 

oe * 


Absorption of Independent Marine 
Companies 
Twenty-five years ago there was a 
large number of independent marine in- 
surance companies in Great Britain. The 
chief were as follow:— 


Standard Marine insurance Co., which 
was transferred to the London and Lan- 
cashire in 1907. 


Ocean Marine Insurance Co., trans- 
ferred to the North British and Mer- 
cantile in 1908. 


Thames & Mersey, which the Liver- 
ae and London and Globe bought in 
1911. 


Union Marine Insurance Co., trans- 
ferred to the Phoenix in 1911. 


London & Provincial Marine, which 
the Yorkshire purchased in 1913. 


Maritime Co., bought by the Scottish 
Union and National in 1914. 


Reliance Marine, which the Guardian 
purchased in 1916. 


Indemnity Mutual Marine, purchased 
by the Northern in 1917. 


The Marine, which the London and 
Lancashire acquired in 1917. 

Northern Maritime, purchased by the 
Union Marine in 1917. 

Ulster Marine, transferred to 
Yorkshire in 1918’ 

Merchants Marine, purchased by the 
Employers’ Liability in 1919. 

World Marine, purchased by 
Northern in 1920. 

Hull Underwriters’ Association, pur- 
chased by the Provincial a year or two 
ago. 

Sea Insurance Co., Ltd. 

Economic Insurance Co., Ltd. 

Of all these companies only the last 
two have remained independent, but 
even these two have branched out into 
fire and accident business, so that they 
are no longer purely marine companies. 
The Economic, for example, is writing 
a fire and accident account in which 
the premiums amounted to almost as 
much as their marine premiums in 1927, 
while the Sea company had in 1928 a 
total premium income of £786,001, of 
which approximately 70% was marine 
business, 8% accident business, and 22% 
fire business. As this company’s fire 
and accident business is growing consid- 
erably the proportion of marine business 
in future will probably diminish. 

“When the big composite fire, acci- 
dent, and life companies first commenced 
to absorb marine companies the move- 
ment was looked upon in marine circles 
with very mixed feelings, the predomi- 
nant feeling, one might say, being one 
of disappointment,” says a Liverpool 
newspaper. “Many underwriters and 
those engaged in marine underwriting 
business rather flattered themselves that 
the affairs of their companies were very 
much better off in their hands alone, 
and did not at all like the idea of it 
being nominally at least under the cori- 
trol of the general manager of a fire 
and accident company. They felt that 
marine insurance was such a difficult 
and complicated business that men who 
hitherto had only knowledge of other 
forms of insurance were rather outsiders 
as far as they were concerned, and the 
less they interfered in marine insurance 
the better.” 
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New Virginia Rate 
Formula Includes 
Investment Profits 


COMPROMISE IS DECIDED UPON 





Investment Gains From Capital, Surplus 
and Borrowed Moneys Held to 
Be Stockholders’ 





Whether or not stock companies will 
appeal from the ruling of the Virginia 
State Corporation Commission ordering 
a reduction of approximately 9% in fire 
and lightning rates in that state is yet to 
be determined. J. Jordan Leake and 
Samuel W. Zimmer, attorneys who rep- 
resented the companies before the com- 
mission in proceedings for determination 
of whether those rates were fair and rea- 
sonable, were planning this week to hold 
a conference in New York with counsel 
for the National Board and some of the 
leading companies in regard to the mat- 
ter. Meanwhile they were not prepared 
to say just what would be done. 

In fire circles, however, general opin- 
ion was that the case would be appealed 
to the state courts of appeals and if 
necessary carried to the United States 
Supreme Court. Appeal to the state 
court is allowed as a matter of right. 
Messrs. Leake and Zimmer were still 
busy this week going over the opinion 
which was prepared by Commissioner 
Louis S. Epes and consisted of upward 
of 50,000 words. Mr. Leake is counsel 
for the Virginia Fire & Marine of Rich- 
mond while Mr. Zimmer is counsel and 
also president of the Petersburg Fire. 

The opinion rejects the underwriting 
profit formula used by the companies, 
substituting for it one requiring among 
other things that interest on unearned 
premium reserve be considered in com- 
puting underwriting profit. This was one 
of the principal bones of contention in 
the proceedings, the companies insisting 
that income from that portion of pre- 
miums set aside to meet liabilities on un- 
expired policies should not figure in com- 
putation of underwriting nrofit. The 
opinion holds that this is a part of the 
profit produced by rates charged policy- 
holders and consequently must be taken 
into account in determination of the 
question as to what profit the companies 
are making in the underwriting end of 
their business. 

Profits Produced by Rates Charged 

“Though it has been questioned by 
some courts,” says the opinion, “it seems 
to us to be self-evident that all profits 
of an insurance company during any 
given period which are not derived from 
investment of its (1) capital, (2) sur- 
plus, (3) undivided profits, and (4) bor- 
rowed capital must be profits produced 
by rates charged. 

“Fire insurance companies do not en- 
gage in miscellaneous transactions. They 
confine themselves to writing insurance 
and keeping their assets invested. The 
only source of income, and therefore, of 
profit, which an insurance company has 
other than income produced by invest- 
ment of its capital, surplus, undivided 
profits and borrowed money are (1) pre- 
miums paid, and (2) income from invest- 
ment of premium income which is being 
held to meet as they become payable 
existing liabilities (including liability on 
unexpired policies) the several items of 
which are not presently payable. 

“The amount paid by the policyholders 
may be properly regarded as the present 
worth of the premium actually charged; 
and therefore the profit element of the 
premium should be increased by the in- 
terest received on that portion of the 


premium held by the company in its’ 


treasury to meet presently existing but 
future payable liabilities properly pay- 
able out of the premiums, or only so 
(Continued from Page 28) 


Await Outcome Of 
Auto Meeting Dec. 3 


LARGE ATTENDANCE EXPECTED 





Many Companies Seeking to Learn Atti- 
tude of Others Before Pledging 
Their Approval 





Officials of automobile underwriting 
fire companies look forward hopefully 
to the meeting next Tuesday morning at 
11 o’clock in the Southeast ballroom of 
the Hotel Pennsylvania when the pro- 
posals of the special committee of execu- 
tives to reorganize the National Auto- 
mobile Underwriters’ Conference will be 
considered. Although it is most unlike- 
ly that the committee’s report and rec- 
ommendations will be accepted finally at 
this meeting, those who are there may 
come away with some more or less defi- 
nite ideas regarding the ultimate fate of 
the proposals. 

This meeting which will be attended 
by leading executive officers of the great 
majority of automobile writing compa- 
nies is being held principally to secure 
reactions and receive suggestions from 
those company men who have studied 
the recommendations in the last three 
weeks but who had no share in their 
preparation. The whole committee re- 
port will be discussed thoroughly to- 
gether with all amendments and criti- 
cisms to be offered. 

The committee which formulated the 
suggested reorganization of the present 
National Conference into a larger and 
more powerful National Automobile Un- 
derwriters’ Association desires to de- 
stroy any thought that something is go- 
ing to be forced upon the automobile 
insurance business. The committee rep- 
resents no organization or particular 
group of companies, its members being 
drawn rather from all sections of the 
underwriting field and reflecting a wide 
range of opinion. Their joint efforts, 
set forth in the committee report, will 
be placed before all those who write 
automobile insurance for acceptance in 
any reasonable form or for rejection. 
The future of automobile insurance it- 
self is at stake, rather than any par- 
ticular organization. Whatever the out- 
come, the present National Conference 
as such will probably pass out of the 
picture as an effective regulating body. 
Opinion holds tenaciously to the view 
that there must be a greater degree of 
self-regulation in the automobile end of 
the fire insurance business than at pres- 
ent, or none at all. 

Agreement the Main Goal 


The question of which companies may 
and which may not join the proposed 
new organization is being debated more 
extensively just now than the detailed 
proposals of the report issued by the 
committee. As one company official ex- 
pressed it: . 

“We are not so much interested in 
what we agree upon as that we do reach 


(Continued on Page 28) 








ICTIMS who have suffered loss from 
automobile accidents may eventually ob- 
tain a settlement in court. 

best a slow and uncertain procedure. It’s much 
better to be fully protected with auto insurance 
in a prompt paying company. 


Prompt settlement of all legitimate losses is 
a New Brunswick policy which is appreciated 
alike by policyholders and local agents. 
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SAILING FOR SWEDEN 


Ulmgren and Kalderen of Skandia Insur- 
ance Co. Study American Insurance 
Methods in Long Trip Hare 


P. Ulmgren, vice-managing director of 
the Skandia Insurance Co. of Stockholm, 
Sweden, and Gunnar Kalderen, secretary 
of the foreign department, are. to sail 
today after a most interesting visit to 
the United States and Canada in which 
they looked into American insurance 
methods, including advertising, posters 


and direct mail. While in New York 
they visited the offices of the National 
Board of Fire Underwriters. 





TO MEET NEW COMMISSIONER 


When the Fire Insurance Field Club 
of Virginia holds its next quarterly 
meeting it is planned to have Virginia’s 
new commissioner, T. McCall Frazier, as 
its guest. T. H. DeGraffenreid, president 
of the club, says that the members are 
anxious to meet Commissioner Frazier 
and to give him a welcoming hand. It 
is possible that Mr. Frazier may be 
asked to make a talk at the meeting. 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Head Office: 
J. A. KELSEY,President 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 
Statement December 31, 1928 


2,067,114.70 
4,603,717.20 








TO HAVE $1,000,000 CAPITAL 








Michigan Fire & Marine to Add $600, 

000 to $400,000 Outstanding; $1,000,- 

000 More to Surplus 

The Michigan Fire & Marine of De 
troit is to increase its capital stock from 
$400,000 to $1,000,000 and to add $1,0- 
000 also to the company’s surplus. This 
was decided upon at a meeting last week 
in Detroit of the directors and _ stock: 
holders. The Michigan F. & M. wil 
celebrate its fiftieth anniversary next! 
year. 





IN FORTY-SEVEN STATES 











Fidelity & Guaranty Fire Corporation 
Being Planted Generally; List of Its 
Eastern Field Representatives 
The Fidelity & Guaranty Fire Corpo 
ration of Baltimore is doing business ™ 
forty-seven states and the District 0! 
Columbia. The special agents in the 
Eastern division which is supervised # 
the home office by J. T. Robertson, vice 
president, follow: ; rs 
F. G. Freiburger, Boston: Maine, Nev 
Hampshire, Vermont, Massachusetts 
Rhode Island. ; 
R. M. Brown, New York City: New 
York Suburban; G. H. Morss, Syracus¢: 
New York state. , 
Hughbert C. Craig, Philadelphia: state 
agent, eastern Pennsylvania; Elmer R 
Porter, Pittsburgh: state agent, westet? 
Pennsylvania and West Virginia; Jose? 
I. Creedon, Harrisburg: special agent 
W. V: A. Keeler, Jersey Ciiv: stal® 
agent for New Jersey. 
Wakefield, Morley & Co. are gener 
agents for Connecticut. Delaware, Mary: 
land and District of Columbia are © 
pervised by the home office. 








DECLARE QUARTERLY DIVIDEND 


The Importers & Exporters has 
clared the regular quarterly dividené © 
$1 a share, payable December 4 to st 
holders of record November 23. 
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Local Agent Finances 
Sale of Automobiles 
To Develop Insurance 


EXPERIMENT IS SUCCESSFUL 





Gilman A. Gist of San Diego Thus Keeps 
Premiums Out of Hands of Com- 
mercial Finance Companies 





One of the large insurance offices on 
the Pacific Coast, the Gilman Gist Insur- 
ance Agency of San Diego, has solved the 
problem of securing insurance on automo- 
biles purchased under partial payment 
plans by operating a finance company of 
its own to handle payments on cars them- 
selves, as well as financing insurance pre- 
miums. This agency goes into direct com- 
petition with automobile finance compa- 
nies by purchasing cars outright from 
automobile dealers and reselling them to 
the ultimate buyers along with full cov- 
erage automobile insurance, including life 
and liability. This arrangement has been 
a fine success in developing the automo- 
bile insurance end of the agency’s busi- 
ness, Gilman A. Gist, head of the agency, 
SAYS. 

The Gilman Gist agency represents the 
Agricultural, Boston, New York Under- 
writers Insurance Co. and the Palatine 
for fire lines, and New England Mutual, 
Occidental Life, Pacific Mutual Life and 
Sun Life of Canada for life insurance. 
It is also a general agent for the Colum- 


- bia Casualty. 


Following is the complete story of how 
Mr. Gist meets the finance problem in 
automobile insurance: 

Repeated surveys of our automobile 
business showed continuous loss of re- 
newals and a far too large percentage 
of short-rate cancellations, to which we 
gave considerable thought and attention 
and we found, after a careful analysis 
that the majority of the renewals lost 
were to automobile dealers or their fi- 
nance connections because our assured 
had purchased new cars on contract, and 
almost all of the short rate cancellations 
came in because the assured had been 
sold complete coverage by the automo- 
bile dealer. when he traded in his old 
car as the down payment on a new one. 

How Dealers Got Insurance Lines 


This raised the question as to how we 
could best conserve this business and 
retain a greater percentage of our auto- 
mobile insurance renewals. Even when 
we knew that a change of cars was con- 
templated by the assured, we found it 
very difficult to retain the insurance cov- 
erage not required by the dealer as the 
automobile salesman would invariably of- 
fer less allowance for the old car than 
he expected to give and then, as a great 
favor to the purchaser, would concede 
an additional trade-in allowance. It was 
then a simple matter for the automobile 
dealer-insurance agent to solicit full cov- 
frage on the new car, pointing to the 
gteat concession and favcr that he had 
done the purchaser in increasing the al- 
lowance on his old car, and, peculiarly, 
the purchaser, in most cases, firmly be- 
lieved that he had been granted a favor 
that no one else could receive, and, al- 
though preferring to continue his pleas- 
ant relations with our office, would give 
all his automobile coverage to the dealer. 
t was therefore apparent that some- 
thing more than personal solicitation and 
Sales arguments were necessary to re- 
fain this business. 

We have been active in the general in- 
surance business for twenty years and 
‘ave, through our complete service-giv- 
Ing office, developed a splendid clientele. 
N most cases it is unnecessary to even 
consult the ledgers to know that an in- 
Widual assured is a good moral risk 
and a man who appreciates arid fulfills 
his financial obligations. Therefore, we 
ecided that if we were to conserve our 
atomobile renewals, it would be neces- 
Sary for us to devise a safe and sound 
Plan for the financing of new car pur- 


thases by our clients, and it was also 


apparent that it would be necessary to 
do this in a manner that would not only 
salvage our automobile insurance renew- 
als, but show a definite saving in dollars 
and cents to our clients, in order to off- 
set the erroneous impression created by 
the automobile dealer by raising his 
original trade-in allowance from its ri- 
diculously low figure to a fair one under 
the guise of a special favor to the pur- 
chaser. 
Cut Auto Finance Rates 

Automobile finance rates as used by 

the automobile dealers and their finance 





GILMAN A. GIST 


connections are, of necessity, very high. 
We have no criticism to make of the 
rates charged as it must be borne in 
mind that the contract balances of the 
public at large are property loans and 
the automobile dealer cannot be as cau- 
tious in extending contract balance credit 
as he would be if he were a banker. His 
business is to sell automobiles and sell 
lots of them, and when the moral hazard 
receives so little consideration, the fi- 
nancing charges must, of course, be ade- 
quate to provide reserves for moral 
losses. 

Our problem was simple in this regard, 
as our financing loans could. be char- 
acter loans and not simply secured by 
the automobile itself. We could choose 
our risks with the same care used by 
a cautious banker and could finance only 
those whom we knew to be excellent 
moral risks and financially able to meet 
such obligations as they assumed. Predi- 
cated on this premise, we devised a plan 
which has proven itself immensely valu- 
able to our agency in the retention of 
automobile insurance renewals. 

We circularize our clients at least four 
times a year, sending them a card call- 
ing their attention to the fact that we 
have completed financing arrangements 


by which they can save money on their 
next car, and urging that they see us 
before they close their deal. Our plan, 
briefly, is to send our assured to the 
automobile dealer of his choice to pur- 
chase a new car for cash. Invariably 
he can secure a better allowance for his 
old car and drive a much better bargain 
when he talks cash on the line. We 
then purchase the car from the dealer, 
securing a bill of sale for it, and sell 
it to our assured on a conditional sales 
contract. 
Full Coverage Is Required 


Where the moral hazard is nil we can 
safely eliminate conversion and confisca- 
tion coverage, which saves the assured 
from $10 to $20. We sell him some form 
of collision insurance, whichever he pre- 
fers, as most people like some protection 
for themselves. Fire and theft, of course, 
and we always insist upon liability and 
property damage coverage in all cases. 
We do not care to finance any individual 
who is so careless of his real and per- 
sonal property that he cannot see the 
necessity for properly protecting him- 
self against the possible loss of all of it 
through a lawsuit. 

In some cases the assured prefers to 
pay cash for his automobile insurance, 
but if he prefers to write it into the 
contract, we grant him this accommoda- 
tion, and the contract is drawn showing 
a balance due of the amount we have 
paid to the dealer for his car and the 
insurance premiums, if not paid in cash. 
The contract then provides for an agreed 
monthly payment on a stipulated day 
each month together with interest at 1% 
per month of the deferred balance and 
provides that the purchaser may pay 
more if he so desires, thereby reducing 
his interest payments. 

It often happens that an automobile 
purchaser desires to pay up his contract 
during its period and we have found 
that very few automobile dealers or their 
finance connections grant any substan- 
tial discount in the handling charge 
when contracts are so paid off. There- 
fore, the privilege of paying the full 
contract balance, or any material part 
of it, at any time and thereby reducing 
the interest charge to 1% per month 
on the unpaid portion remaining is a 
privilege that meets with very hearty 
appreciation on the vart of our clients. 

During our first year of operation un- 
der this plan several of our contract 
purchasers died and some of them did 
not leave their financial affairs in very 
good condition. It became necessary to 
give considerable time to re-selling the 
cars on a basis that would yield a rea- 
sonable return to the widows for their 
equities. This presented another prob- 
lem, as it was unpleasant work at best, 
and entailed considerable effort on our 
part, so we tried adding life insurance 
to cover the balance of the contract, the 
insurance, being payable to us as our in- 
terests may appear. We have met no 
sales resistance on this plan and have, 
in fact, received the very hearty co-op- 
eration of our assureds in putting it into 





“Perhaps we have never met—but I assure you 
your letters will be welcome—agency problems are 
my business and hobby—let me help you with 
yours. Would you be interested in receiving a copy 
of the weekly letters sent to Agents of the York- 
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operation. All of our recent contracts 
are written on this plan and the com- 
mission on the life insurance more than 
pays for the short sales effort necessary 
to include it. This puts us in the very 
happy position of being able to deliver 
title to the car upon the decease of the 
purchaser together with a check for all 
of the payments that he has made on 
the contract to the day of his death. 
Savings Pay for Insurance 

We have found that our percentage of 
automobile renewals lost and short-rate 
cancellations has greatly decreased and 
we believe that the saving which we 
show in every case to the new car pur- 
chaser who accepts our plan will make 
of him a client whom competitors will 
find very difficult to take away from us. 
Many of the people whom we have 
served have gone out of their way to se- 
cure other business for us and have 
placed additional lines of insurance with 
our office in very substantial volume. 

The saving on any car is more than 
enough. to pay for the liability and life 
insurance which we secure. . For exam- 
ple, we recently financed the purchase 
of a used Cadillac for a good client who 
was rushed into a signed contract by 
the salesman, who closed his deal on 
Sunday night. The man told this sales- 
man that he reserved the right to pay 
cash and came to us immediately after 
we opened our office on Monday. 

The automobile dealer proposed to in- 
sure the car for fire, theft, conversion 
and confiscation at a premium of $17.50 
and added a handling charge on a twelve 
months’ contract of $182. We figured the 
interest for our client on our plan and 
found that he would pay in twelve 
months $83 interest, a saving to our cli- 
ent of $99 on a $1,200 transaction. He 
lost no time in cancelling the. contract 
with the dealer and we sold him full 
coverage and $1,250 of ordinary life in- 
surance. He has since sent us several 
good customers. 

Another client, for whom we had only 
liability and property damage, received 
one of our cards the day that he was 
closing a deal for another car. The sav- 
ing to him on an $800 balance was over 
$135. He is one of the best unpaid so- 
licitors that our office could have and 
we now have full coverage insurance on 
his car. These are but two cases which 
show the actual working of our plan 
and we now have over 200 conditional 
sales contracts which are bringing in 
sufficient funds each month to meet the 
new demands made upon us. This busi- 
ness has necessitated the addition of one 
clerk and, of course, an increase in our 
line of credit, but we find it profitable 
to borrow money at 6% for this pur- 
pose. 


Good Investment for Surplus 


Every successful insurance agent ac- 
cumulates surplus, and if he is success- 
ful, seeks sound investment channels in 
which to place it. We believe that our 
obligation to our assureds includes serv- 
ice and Webster’s dictionary defines 
service as “labor, assistance or kindness 
to another,” and we can do no greater 
kindness to our clients than to use our 
surplus, which they have made possible 
for us to accumulate, in saving them 
money on their purchases. The careful 
choosing of the risk assumed, with par- 
ticular attention to the moral hazard, 
makes this assistance a sound invest- 
ment for our surplus and produces ma- 
terial premium increase for our office. 





MADE DIRECTOR OF BUFFALO 

Jacob F. Schoellkopf, Jr., well-known 
banker in Buffalo, and a member of the 
banking firm of Schoellkopf, Hutton & 
Pomeroy, has been elected a director of 
the Buffalo Insurance Co. His grand- 
father was oné of the original incorpor- 
ators of the Buffalo in 1867 and was a 
— of the board until his death in 
1899, 





FULTON FIRE ENTERS PENNA. 


The Fulton Fire of New York, run- 
ning mate of the Hanover Fire, has been 
admitted to Pennsylvania. 
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Reasons Behind Hoover 
December 5 Conference 


MOBILIZATION OF INDUSTRY 





Text of Letter to President James 
Wyper of National Board of Fire Un- 
derwriters Sent by U. S. Chamber 
of Commerce 





The text of the letter of Chairman 
Julius H. Barnes and President William 
Butterworth of the U. S. Chamber of 
Commerce sent to President James Wy- 
per of the National Board of Fire Un- 
derwriters and heads of other trade or- 
ganizations follows: 

“We confirm our telegram advising of 
a conference called for December 5 at 
Washington, following a request of 
President Hoover. As advised, this con- 
ference will be opened by President 
Hoover and is the outgrowth of a con- 
viction on his part that American busi- 
ness is so organized as to be fully ca- 
pable of mobilizing the forces of indus- 
try in co-operation with government. 

“It is gratifying that from such high 
authority should come this recognition 
of the efficiency and trustworthiness of 
business organizations in this country, 
and there is now a responsibility upon 
us to discharge this trust with sober de- 
votion and practical efficiency. 

he Preliminary Conferences 

“The preliminary conferences which 
the President has held this week with 
individual business leaders indicate a 
Situation that has no fundamental weak- 
ness. Indeed the absence of weak fac- 
tors and the presence of strong ones con- 
stitute tribute to the high standards and 
the wise practices of American business 
men. There are no burdensome stocks 
of commodities, and this is owing to far- 
sighted manufacturing plans and to pru- 
dent merchandising efforts, aided by 
striking efficiency in _ transportation. 
With no commodity price inflation there 
is no menace of inventory losses. There 
is a strong banking situation with en- 
larged reservoirs of credit available for 
industry and commerce on reasonable 
terms. Weak spots which have hereto- 
fore existed in American industry are 
showing signs of improvement. 

“American industry generally is ap- 
proaching the close of one of the most 
active and prosperous years in its his- 
tory. The problem now is, fortunately, 
not one of starting a stalled machine, 
but of facilitating a present momentum 
on which employment and earnings and 
buying power have arisen to high levels. 
It is our belief that proven ability in 
practical business leadership can define 
weak spots and bring forward remedial 
measures, and thus justify a high spirit 
of confidence and enterprise. 

“In preparation for practical steps 
based on accurate information we should 
like to have an analysis of the strong 
and weak spots in your own field, with 
specific information and with particular 
reference to: A—The present situation 
in your industry—with comparison with 
the situation this time last year; B— 
The prospects for the next six months— 
with comparison with the corresponding 
period of this year.” 





Kurth and Kingsley 
Back From Washington 


(Continued from Page 1) 


of Labor were the only cabinet officials 
represented. There were no shorthand 
notes taken of the proceedings and those 
invited to the conference were not per- 
mitted to bring secretaries. About 
eighteen in all were present. 

The conference opened with a talk by 
President Hoover on the purpose of the 
meeting. The substance was that it was 
quite apparent that the stock market 
situation was beginning to chill general 
business. It was President Hoover’s de- 
sire to separate in the minds of the pub- 
lic the stock market situation from the 
general business situation so that the de- 
pression in the stock market would not 
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be reflected widely; hence his decision 
to call the various groups. ; 
Stimulation of Industry 

In addressing the construction and 
road building group the President said 
that he wanted to stimulate the build- 
ing industry and road building, and he 
made it apparent very soon in his open- 
ing remarks that he had in mind the 
welfare of the workers as well as the 
industries. He expressed particular 
concern with regard to the possible re- 
duction in payrolls in the various indus- 
tries. He said, too, it was pleasant to 
note that at the labor group meeting 
assurances had been given that there 
would be no attempt to upset present 
wage scales. In commenting upon the 
developments following the market reac- 
tions he thought that now that money 
had been released in one direction it 
might be employed to advantage in an- 
other. For instance, to enable. munici- 
palities to raise money for road building 


purposes and for the erection of public 
buildings. On his part he agreed to 
do what he could to expedite all govern- 
ment expansion in building and similar 
activities. He thought there might pos- 
sibly be larger appropriations from Con- 
gress in that direction. 


Views of Kurth and Kingsley 


Mr. Kurth was asked what effect the 
falling off of business would have on fire 
insurance companies. In his opinion it 
would have two effects: reduction in 
premiums and increases in losses, but he 
did not feel that the payroll of employes 
would be affected much because the 
staff released from handling current 
business would be devoted to more con- 
centrated cultivation and closer inspec- 
tion of the business. Wages were not 
being reduced by fire insurance compa- 
nies. He said that stock fire companies 
did not have the vast funds available to 
life companies and they were obliged, 
therefore, to keep their funds more li- 
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flues cleaned. 








Fall Fires 


Many things start in 
school and college, social events, football— 


Fires also are apt to start. Long neglected flues may 
give trouble when furnace fires are rekindled. You 
should remind your clients and friends to have their 


Fall months are excellent months for insurance sell- 
ing. Returned vacationists and tourists are ready to 
talk business. Why not suggest that they start out on 
the right foot by having their insurance needs looked 
after. Offer to review their policies and check up on 
the values to see if their insurance meets their needs. 


THE HALIFAX FIRE INSURANCE CO. 


39 Maiden Lane, New York, N. Y. 


the fall. Business activity, 
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Accounting Machines 
Face Big Development 





















































CAN MEET ALL REQUIREMENTS AT 
Insurance Accountants Discuss New Tax Ins 

Rulings Disallowing Certain Ex- 

penses in Tax Rulings 

At a meeting of the Insurance Ac- C 
countants’ Association held November 19 the 
Mr. Fletcher of the Recording and Sta- the 
tistical Bureau gave a short address to lun 
the members on his experience with the inst 
Hollerith machines. He mentioned his gan 
long association with Mr. Hollerith, the ors 
inventor of these machines, who had Ica 
died on Sunday, November 17, at the Ins 
age of sixty-nine years. He recalled a affe 
recent prophecy of Mr. Hollerith in wet 
which he said that the development of gue 
these machines was in its infancy. inst 

Mr. Fletcher related some interesting V 


experiences in the census work in Nor- 
way and Russia. He concluded his re- 
marks by assuring the association that 
the. future development of the machine 
depended entirely on what-was demanded 
of it by accountants. and that the ma- 
chines could be made to perform almost 
any task if a sufficient demand was made 
for the development of the machine to 
meet a special requirement. 

After Mr. Fletcher’s address there was 
a general discussion of the new ruling 
of the treasury department disallowing 
as expense maps and furniture and fix- 
tures in federal income tax returns, and 
a resolution was passed that it was the 
sense of the meeting that these changes 
warrant consideration of the matter by 
the laws committee of the National 
Board of Fire Underwriters on behalf 
of all member companies in the hope 
that the ruling may be modified anda 
definite basis agreed upon regarding the 
treatment of the items mentioned. 

Mr. Scott of the New York Under- 
writers presented an interesting report 
on the feasibility of the change from 
the present method of treating prem 
ums received through pools such as the 





































































































































































































































































































Western Factory Insurance Association, J Inst 
by which the accounting of these items the 
could be materially reduced. a 
— the 
quid in order to meet the sudden de- in | 
mand sometimes made on fire companies, tere 
such as arose after conflagrations; con- desc 
sequently, fire insurance comnanies only ties 
had a small percentage of their assets Lud 
in mortgage loans. rece 
In speaking of mortgages President tive 
Kingsley said that the present demand fron 
for policy loans was heavy but tempor Sura 
ary, and the purchase of mortgages by Insu 
the life companies would probably soon Mar 
be normal again. und 
A personal sidé-light of the confer- high 
ence was that President Hoover went @ Way 
around the room shaking hands with toa 
each of the eighteen present before the busi: 
meeting started. had 
CONSIDER HOSPITAL SURVEY _ Ch 
ing 
Conference to Be Held December 4-5 it HH the 
National Board Rooms by Men from held 
East and South Sociz 
At the last annual meeting of the Ne Work 
tional Board of Fire Underwriters it was J *tiv 
voted to give the facilities of the e of tl 
gineering division of the National Boarl i tic 
to the hospitals of the country in a0 @@ Start 
effort to cut down hazards developing # Work 
from storage of nitro cellulose X-ray rag 
films and in other fire protection matters. Pog 
A development will be a conference 2 ol 
the National Board’s rooms on December s d 
4-5 on the subject of a survey of the # ace 
hospitals. It will be attended by board A 
and bureau men of the East and South. mo 
W. A. MCCLAIN WITH HUDSON aan 
W. A. McClain, Nashville, Ten. for adi 
thirteen years state agent for the Cor th e 
necticut Fire, in Tennessee and Ker- We 
tucky, has resigned and accepted the re 
post of field representative in the =f tte 
tucky-Tennessee territory, for the Hut 











son and Svea companies. 
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Given to C. A. Ludlum 


ATTENDED BY PROMINENT MEN 





Insurance Society of New York and In- 
surance Institute of America 


Are Hosts 





Clarence A. Ludlum, vice-president of 
the Home, who is soon ‘to retire from 
the insurance business, was given a 
luncheon in appreciation of his service to 
insurance education and to insurance or- 
ganization work by the board of govern- 
ors of the Insurance Institute of Amer- 
ica and the board of directors of the 
Insurance Society of New York. The 
affair took place on Thursday of last 
week at the Bankers Club. The list of 
guests included men from all walks of 
insurance. 

William D. Winter, president of the 


o aN Ee 


| 





C. A. LUDLUM 


Insurance Society of New York, was in 
the chair and he told of Mr. Ludlum’s 
various activities in behalf of the busi- 
ness as a whole. Within a month after 
the Insurance Society had been formed 
in 1901 Mr. Ludlum joined it. That in- 
terest he has maintained ever since. He 
described many of Mr. Ludlum’s activi- 
ties and concluded by presenting to Mr. 
Ludlum all the letters which had been 


teceived by the Insurance Society rela-- 


tive to the dinner. These included one 
from George D. Markham, St. Louis in- 
surance agent, and a governor of the 
Insurance Institute. In this letter Mr. 
Markham praised Mr. Ludlum’s sound 
understanding, rare discernment and 
high ideals as well as his willingness al- 
ways to lend his strength and his time 
to any movement for the benefit of the 
business. He said that agents always 
had in him a good friend. 
C. R. Pitcher’s Tribute 


_ Charles R. Pitcher of the Royal, speak- 
ing for the Insurance Institute, told of 
the affection in which Mr. Ludlum was 
held by his colleagues and by his as- 
Soclates in organization and educational 
Work. In tracing some of Mr. Ludlum's 
activities he said he was vice-chairman 
of the New York State Rating Organi- 
ation during the period of its getting 
started and had done splendid pioneer 
work for the Eastern Underwriters’ As- 
‘oclation. The Western Union had made 
im its president; he had done a lot for 
¢ Insurance Society of New York, and 
ad been made president of the Insur- 
ance Institute. Continuing he said: 
man may be true to himself, he 
Mav be loyal to the organization employ- 
ing him, he may realize the necessity of 
ong some general organization work, 
ery the man whom we must honor has 
ded to all this an appreciation that 
“© Permanent success of our business 
io with the boys of today and the 
tter we can equip and train these boys 
(Continued on Page 30) 






; AEDALUS and his son, Icarus, were im- 


prisoned in the Cretan labyrinth with no appar- 
ent means of escape, until the idea of flying out 
occurred to the father. Out of feathers he made 
wings and with wax he fastened them on himself 
and Icarus. They flew away, after Daedalus 
warned the youth about flying too near the sun. 
But the thrill was too much, he soared up- 
ward, the sun melted the wax, the wings dropped 
off, poor Icarus fell into the sea and perished. 





- HOSE wings relied upon Icarus to 

stay away from the sun and Icarus 

\ ¢ relied upon the wings to carry him to 

freedom. Each depended upon the other. 

There is an interdependence between every 

Home Agent and bis Company; each requires the confidence of the other 

and each must be aware of his responsibilities, neither to fly too near the 

sun, and thereby jeopardize the continued flight of the other. The Home 
wants to merit this confidence always among its Agents. 


NEW YORK 


Wilfred Kurth, President Onp»a® Cash Capital $18,000,000 
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Railroad Fire Loss 

Cut 57% Since 1920 
SPLENDID HEADWAY GAINED 
Roads Representing Nearly 80% of 


Country’s Mileage Had Loss Last 
Year of $4,508,112 








Railroad fire losses are being steadily 
reduced as one of the results of the 
general campaign of the leading railroads 
to reduce waste through loss and dam- 
age of all kinds. Fire losses on these 
roads last year amounted to $4,508,112 
a decrease of 57% as compared with 
the $10,563,914 fire loss sustained in 1920. 
The average loss per mile in 1928 was 
$21.81 compared with $54.40 in 1920, a re- 
duction of almost 60%. 

The average loss per day was also re- 
duced by more than half. Daily losses 
in 1920 stood at $28,492, whereas in 1928 
they were only $12,317. 

These figures cover 63 roads with a 
total mileage of 206,719, representing 
79% of the total railroad mileage in the 
United States and Canada. 

Frank R. Bradford, director of safety, 
Boston & Maine Railroad, and president 
of the Railway Fire Protection Asso- 
ciation, said recently: 

“Using the 1920 fire waste figure as a 
mean level, the apparent aggregate sav- 
ings to the railroads of the United 
States and Canada represented in this 
association in the six succeeding years 
to and including 1928, amounts to the 
grand total of $39,094,000. In other words, 
had no reduction been made from the 
1920 fire waste experience, it would have 
cost the railroads over 39 million dollars 
more in fire losses than was actually the 
case. There, gentlemen, is the tangible 
evidence of the value of the intensive 
fire protection efforts that you individu- 
ally and collectively have been making 
in the interest of your employers. 

Service Interruption Reduced 

“Apart from the actual saving of phy- 
sical property, great as it is, the more 
important benefit accruing from the pre- 
vention of fires is the freedom from in- 
terruption to service which is the one 
thing the railroads have to sell. The 
public demands of the carriers that they 
be furnished fast, on-time service and 
expeditious delivery of their goods in 
good condition. It is our duty as fire 
protection engineers to see that in so 
far as within our possibility of control 
no fire occurs or spreads to make it im- 
possible for our roads to meet this le- 
gitimate demand.” 

The efforts of the railroads along fire 
prevention lines have been directed at 
definite sources of trouble. Effective 
preventive and corrective measures at 
recognized danger spots have enabled 
them to bring about tremendous savings. 

The Railroad Fire Protection Associa- 
tion has set the field men of its mem- 
bers to soliciting co-operation among 
owners of adjoining property and indus- 
trial plants in decreasing losses. Road- 
way and operating officials are instruct- 
ing their men in the more careful dis- 
posal of ashes and hot cinders. They are 
insisting on better control over burning 
of rubbish and material on company 
property. Electrical equipment is being 
thoroughly inspected. The most impor- 
tant thing which is now being done is 
the closer inspection of locomotives for 
the purpose of preventing the emission 
of sparks. 

The roads are following a policy of 
complete co-operation with state and 
federal wardens in reducing forest fires. 
District superintendents and trainmas- 
ters are curbing the careless use of 
fusees. Close and rigid inspection of 
flues, heating apparatus and appliances 
is demanded with the requirements of 
building supervisors to see that rules 
governing such installations be strictly 
adhered to. The “no smoking” rule is 
being more strictly enforced. Installa- 

tion of metal lockers and enforcement 
of “good housekeeping” rules are re- 
placing wooden equipment and haphaz- 
ard waste disposal. 


METROPOLIS FIRE QUITS 





New Fire Company Unable to Raise 
Authorized Capital of $500,000; 
Will Be Liquidated 
One member of that large group of 
new fire companies which has made its 
appearance in the last two years has 
died a-borning. An order was signed in 
New York State Supreme Court last 
week for the Metropolis Fire to show 
cause why it should not be liquidated. 
This company which was incorporated 
in 1928 to write fire and marine risks had 
an authorized capital of $500,000, consist- 
ing of 100,000 shares of a par value of 

$5 each. 

Up to December 22 of last year only 
5,120 shares had been subscribed. The 
company’s right to sell stock expired on 
December 31, 1928, and has not been re- 
newed since. As a result of this situa- 
tion the directors of the Metropolis last 
month passed resolution to the effect 
that further organization of the company 
should be abandoned and the present as- 
sets should be distributed to their own- 
ers. The directors of the proposed com- 
pany include the following: Tames Cun- 
nion, H. T. Owen, I. Arndt, R. A. Cools, 
H. D. Mendes, C. A. Bogert, C. B. Mc- 
Laughlin, Joseph Coghlan, J. A. Camp- 
bell, E. T. Shipman and James Cunnion, 


Je. 





P. F. U. A. ELECTIONS 


Robert M. Coyle, prominent Philadel- 
phia fire insurance underwriter, was last 
week elected chairman of the executive 
committee of the Philadelphia Fire Un- 
derwriters’ Association, succeeding H. W. 
Stephenson. Other new members of the 
executive committee are George Y. 
Shermer of Durban & Co.; Harry F. 
Ries of Wagner-Taylor Co., and Harold 


Haskins of Platt, Yungman & Co. Al- ° 


fred T. Herkness, city manager of the 
Fire Association, was elected vice-chair- 
man of the executive committee. J. 
Sanderson Trump will continue as secre- 
tary-treasurer of the association and 
Paul M. Fell continues as assistant sec- 
retary. 





BLUE GOOSE DANCE TONIGHT 


_The Quebec pond of the Blue Goose is 
giving a dance tonight at the Mount 
Royal Hotel in Montreal. 
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The 


London & Lancashire Insurance Co., Ltd. 
OF LONDON, ENGLAND. | 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Orient Insurance Company. - 
OF HARTFORD, CONN. 





- Safeguard Insurance Company 
OF NEW YORK | 





Eastern Department 
Hartford, Conn. 


Western Department 
Chicago, Ills. 


Pacifie Department 
San Francisco, Cal. 




















AGENT COMMITS SUICIDE 

Kirby Sprott, 37 years old, one of the 
best known general agents in Auburn, 
Ind., dealing in fire and casualty insur- 
ance, committed suicide by shooting him- 
self. He went to the bathroom of his 
home, placed the muzzle of a shotgun 
in his mouth and pushed the trigger. 
Death was instantaneous. Members of 


the family could give no motive for the 
act. That he had planned to end his 
life was indicated by his actions during 
the morning when he went to several 
stores at which he owed bills and paid 
them. After the death of his father, 
Thomas Sprott,. three years ago, he had 
been in complete chargeof ‘the large 
agency established by his’ father. 








Chicago 








149 William Street 


Underwriting Service Throughout The United States 


WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 


175 West Jackson Blvd. 


GENERAL FIRE 
ASSURANCE CO. 


OF PARIS 


Organized 1819 


This is the oldest fire insurance company of France, having been 
continuously in business for more than one hundred years. 
United States Branch was established in 1910. 


FRED S. JAMES & CO. 


United States Managers 


New York, N. Y. 


The 


108 Sansome Street 
San Francisco 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL reg President JOHN KAY, Vice-Pres’t and Treasurer 
. HASSI INGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 


SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  $19,562,549.89  $13,500,000.00 $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, bier ~ =e Zs eas V.-Pres’t ARCHIBALD KEMP, 2d V.- Pres’t 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.60 $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34  $ 3,202,138.34 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 


A. H. HASSINGER, Vice-Pres’t WELLS + pAseest. Yeager ARCHIBALD KEMP, 2d Vice-Pres’t 
MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40  $ 2,770,413.44  $ 600,000.00  $ 1,510,943.96  $ 2,110,943.96 





NEAL nena iy President JOHN 
. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGP, PA. 


—§$ 5,021,040.53 $ 2,002,743.59  $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 


A. H. TRIMBLE, President NEAL BASSETT, en gaa 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ie t ba ate 7 SAOeETe, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


SUPERIOR FIRE IN SURAN CE CO. 


OF PITTSBURGH, 


$ 4,837,239.59 $ 2,492,228.84  $ 1,000,000. 00° $ 1,345,010.75 $ 2,345,010.75 








W. E. WOLLAEGER, President EAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, ir A. is eee ft seer. V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA FIRE INSURAN CE CO. 


OF MILWAUKEE, WIS 


$ 5,359,804.52  $ 2,486,092.08  $ 1,000,000.00  $ 1,873,712.44 $ 2,873,712.44 





CHARLES L. JACKMAN, President NEAL BASSETT, Viece-Pres’t 
JUHN KAY, V.-Pres’t A. H. HASSINGER, V. —— MR gh BASSETT, V.-Pres’t ARCHIBALD KEMP, 2a V. -Pres’t 


CAPITAL FIRE IN SURAN CE CO. 


ONCORD, N. 


$ 666,598.88  $ 196.08 5 “300, 000. 00° $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President 


S. WM. BURTON, Vice-Pres’t 
E. J. DONEGAN, Ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON, Vice-rres’t 
ORGANIZED 1874 


METROPOLITAN | CASUALTY INSURANCE CO. 


NEW YORK, N 


$15,452,308.70  $10,173,698.43 5. 1,500,000. 00. $ 3,778,610.27 $ 5,278,610.27 
EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
mage ee gaa MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, Manage:s 

H. R. M. SMITH Managers Ass’t Manager 

JAMES SMITH __ FRED. W. SULLIVAN JOHN R. COONEY 


KAY, Vice-President and [freasurer 
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New Bank In Insurance 
District Opens Its Doors 


FLOWERS AND MANY VISITORS 





President Kelsey Formerly Was U. S. 
Managers of Ins. Cos.; Prominent 
Insurance Men Among Directors 





Hundreds of people in the insurance 
district attended the opening this week 
of the new Underwriters Trust Co., at 
No. 111 John street, New York, on Tues- 
day afternoon. The bank, which has a 
capital of $1,000,000 and surplus of 
$1,000,000, has as its president H. N. Kel- 
sey, formerly United States manager of 
the Hamburg-Bremen and later of the 
London & Scottish, while on the board 
are such well-known insurance men as 
James I. Cuff, general counsel Indemnity 
Insurance Co. of North America; John 
A. Diemand, vice-president and director 
Southern Surety Co.; Charles F. Ender- 
ly, New York manager Insurance Co. 
of North America; Bertram E. Gendar, 
president, Lewis & Gendar, Inc.; M. L. 
Heide, vice-president Importers & Ex- 
porters, and Eugene F. Hord, vice-presi- 
dent and director, Standard Accident. 

The bank has two entrances, one at the 
northwest corner of John and Pearl 
streets and the other off the main corri- 
dor of the 111 John Street Building. The 
offices, convenient to the entire insur- 
ance district, are attractive. The friends 
of the new bank sent quite a floral dis- 
play and President Kelsey and some of 
the officers acted as hosts, a number of 
the directors also being at the opening 
meeting friends. 

The following are the officers of the 
bank: Allen M. Perkins, formerly with 
the Guaranty Co. of New York, vice- 
president; Frank W. Brietback, former 
trust officer of the Murray Hill Trust 
Co., is treasurer; William D. Pike, for- 
merly with the Chatham-Phenix National 
Bank, secretary. : 

In a statement at the opening of the 
bank Mr. Kelsey pointed to the growth 
of the neighborhood, the number of new 
buildings under construction nearby and 
the lack of independent banking facili- 
ties close to the business houses along 
the eastern part of the neighborhood 
east of Broadway between Wall and 
Chambers streets as a reason for the or- 
ganization of the Underwriters Trust Co. 





LEADING AGENTS OPTIMISTIC 





Don’t Fear Increased Difficulties With 
Collections; Believe Policies Can 
Be Sold Readily 
Leading local agents are not at all 
pessimistic about American business con- 
ditions despite the recent drastic breaks 
in the stock markets. A number of them 
have analyzed conditions in their own 
fields and sent their conclusions to the 
National Association of Insurance Agents 
which is this week publishing a sympo- 
sium in the “American Agency Bulletin.” 
Such leading agents as Thomas ©. Mof- 
fatt of Newark, Albert Dodge of Buffa- 
lo, H. E. McKelvey of Pittsburgh, Harry 
L. Manchester of Cleveland, George R. 
Carter of Detroit and W. Eugene Har- 
rington of Atlanta, Ga., are among those 
who think that a lot of mistaken advice 
has been given to agents about the great 
troubles to be experienced with collec- 

tions and business production. 

While admitting that there may be 
some business recession these agents do 
not think collections are going to be 
much slower than they have been. They 


believe that if there is any falling off in _ 


premium volume it will be on the newer 
sidelines of fire and casualty insurance 
and not upon the fundamental coverages 
which are so essential at all times to 
property owners of all classes. 


GEORGE C. DAMON DIES 
George C. Damon, veteran local agent 
in the suburban New York field, died on 
Monday at his home in Jamaica. He 
was a member of many fraternal and in- 
surance organizations. 





CLEVELAND AGENCIES MERGE 





Two Big Offices, James & Manchester 
Co., and Owen, Crowell & Co., to 
Consolidate January 1, 1930 


The James & Manchester Co. and 
Owen, Crowell & Co., both of Cleveland, 
two of the largest insurance agencies in 
Ohio, are to be consolidated on January 
1, 1930, and the business carried on un- 
der the firm name of the Cleveland In- 
surance Agency, Inc. Harry R. Man- 
chester, president of the James & Man- 
chester Co., and a member of the execu- 
tive committee of the National Associa- 


tion of Insurance Agents, will be chair- 
man of the board of the new organiza- 
tion. F. Buchanan Owen, long active 
as a member of the National Associa- 
tion of Casualty & Surety Agents, and 
the senior partner of Owen, Crowell & 
Co., is president. He is a specialist, in 
surety business, is a member of the 
board of directors of the Fidelity & De- 
posit and resident. vice-president in 
Cleveland of that company. 

Walter J. James, treasurer of the 
James & Manchester Co., is first vice- 
president. Robert H. Crowell, for eigh- 
teen years a partner in Owen, Crowell 
& Co., is vice-president and secretary. 
H. O. Alge and E. B. Berkeley, partners 


—- 
— 


of Owen, Crowell & Co. and O. G, 
Strong, formerly vice-president and man- 
ager of the casualty department of the 
James & Manchester Co., are vice-presi- 
dents. D. Lester Murray becomes treas- 
urer and John W. Frazier assistant sec- 
retary. 

The offices of the Cleveland Insurance 
Agency, Inc., will be located on the 
eighth floor of the Guardian Building at 
629 Euclid avenue, Cleveland, Ohio. 


ADMITTED TO WEST VA. 
The Yorkshire, Seaboard Fire & Ma- 
rine and the Yorkshire Indemnity have 
been authorized to do business in West 
Virginia. 











service to agents. 





66 , ee 
It has kept pace with the times 


That's the way a large city agent refers to the Ohio 
Farmers Insurance Company. He is in a position to know for he 
himself operates one of the most progressive and fastest growing 
agencies in the middle west. 


A tthough the Ohio Farmers is one of the old fire insurance 
companies in the country, it has kept pace with the times by writing 
new forms of coverage as they have been needed. 


ks Company, with a history reaching back to stagecoach 
days. makes use of every practical modern method of giving speedy 


Moston forms—modern methods—those are some of the 
things our agent had in mind when he said the Ohio Farmers “has 
kept pace with the times.” 


If you want a modern company, ask for the Ohio Farmers. 


OHIO FARMERS 
INSURANCE Co. 


Organized 1848 — 


LERoyY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 


OHIO 
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“A roaring inferno which held the spec- 
tators enthralled. The building was 


completely destroyed but the owners ‘TRUE 


were insured.” So ran the news- 


paper account. STO R iaD a 
The owners did think they were com. 


pletely protected by insurance until 
they came to realize that a monthly 
rental income of many thousand 
dollars was stopped until their 
building could be rebuilt and re- 
tenanted. They had not heard of 
Rent Insurance. 

Have you told every one of 


your clients who rents property 
that Rent Insurance is necessary 


to complete his protection 
from loss? 
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The AMEHigcexe FORE GROUP 


of Insurance Companies 
ie CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FirRE INSURANCE COMPANY 


NIAGARA FIRE INSURANCE COMPANY 
ERICAN EAGLE FiRE INSURANCE COMPANY FIRST. AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
, s ERNEST STURM, Chairman of the Board 
Eighty Maiden Lane,  €© 


PAUL L. HAID, President BS New York F N.Y 
THE FIDELITY AND CASUALTY COMPANY 


ROBERT J HILLAS, President. 
NEW YoRK —~ CHICAGO —~ 


SAN FRANCISCO — DALLAS =e 





MONTREAL 
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Virginia Rate Plan 


(Continued from Page 20) 


much of the premium as will with inter- 
est meet such liabilities when and as 
they become fixed and payable should 
be deducted from the amount of the 
premium paid in determining what part 
thereof is profit. Income and liabilities 
should be stated in the same terms. If 
premiums are to be paid on the basis 
of present worth, then liabilities should 
be stated in terms of the amount which 
with interest will meet the liability when 
payable. 

“Tt would appear to be just as reason- 
able in computing profit made from the 
purchase and sale of a flock of sheep to 
omit from the computation the income 
received from the wool clip and the natu- 
ral increase at the lambing season as to 
discard in the computation of profits pro- 
duced by rates the increase in income 
due to the investment of that portion of 
the premiums held in hand to meet ex- 
isting but future payable liabilities.” 


State’s Contention Not Fully Upheld 


While holding that the position taken 
by the companies that they were en- 
gaged in two distinct lines of business, 
(1) that of writing insurance, and (2) 
that of banking and investing their as- 
sets; waS not well taken, the opinion at 
the same time fails to sustain contention 
of counsel for the state that all income 
and all profits from all sources should 
be included in computing the profits 
which were to determine the reasonable- 
ness of the rates and premiums charged 
by the company for insurance. In this 
contention, the state is only partly up- 
held, the commission holding that profits 
derived from capital, surplus, undivided 
profits and borrowed capital should not 
be included in the computation. 

Experience of 158 stock companies for 
the test period from January 1, 1923, to 
December 31, 1927, was used as the basis 

* for the rate investigation. It was found 
that profits produced by rates charged 
in Virginia for fire and lightning insur- 
ance, exclusive of sprinklered risks, 
which were actually received during the 
test period by those companies amounted 
to $5,250,044, derived as follows: 

(1) Underwriting profit for test pe- 
riod as shown by reports made by the 
companies to the commission—$3,417,626. 

(2) Add amount by which supple- 
mental reports of 102 companies show 
that losses incurred have been over- 
stated—$5,170. 

(3) Add 45% of the increase in amount 
of unearned premiums as of December 
31, 1927, over unearned premiums Janu- 
ary 1, 1923—$669,931. 

(4) Add three-eights of 1% of total 
invested assets apportionable and assign- 
able to Virginia fire business, exclusive 
of sprinklered risks, which amount 
should have been deducted from under- 
writing expense and charged to invest- 
ment expense, but was not so treated— 
$302,325. 

(5) Add net income received from the 
average amount needed to be held as a 
reserve to meet liability on unexpired 
policies—$851,026. 

(6) Total profits produced by rates 
actually received by companies — 
$5,250,044. 





INDIANA ARSON CONVICTIONS 

In the first ten months of the present 
year the state fire marshal of Indiana 
or his deputies made 27 arrests for ar- 
son, secured 20 confessions and in court 
actions secured 19 convictions. Accord- 
ing to a statement just issued by Alfred 
Hogston, state fire marshal, the depart- 
ment is going to concentrate on theatres 
during the next two months. 

Hé said that the state department soon 
is going to put on a rigid inspection of 
all picture show houses and theatres of 
the state. It is coming the time of year 
when such places will be the chief 
amusement centers and therefore will be 
crowded. 


Await Auto Meeting 


(Continued from Page 20) 


some sort of agreement upon underwrit- 
ing practices, rates and acquisition costs. 
By ‘we’ I mean all or nearly all the im- 
portant automobile underwriting fire 
companies. Conditions in automobile un- 
derwriting have reached an unsettled 
state, unfortunately demanding remedial 
measures of one sort or another. 

“We are being offered the general 
outline of an agreement which many 
of us believe can be shaped to satisfy 
the demands and underwriting policies 
of insurers writing 90% or more of the 
automobile premiums. It is ours to re- 
shape as we will for the purpose of gain- 
ing widespread approval and acceptance, 
or to reject with a vote of thanks to 
the committee. I personally believe the 
business will prefer some type of regu- 
lating organization to the unregulated 
and possibly chaotic competition that 
threatens us in the event of a general 
breakup.” 

Rumors are heard all around that this 
or the other group of companies is with- 
holding its approval of the report in 
principle until it discovers the attitude 
of some important competing groups. 
Many companies are desirous of getting 
the viewpoiut of the National Union Fire, 
the Meserole group, the Crum & Forster 
group, the Corroon & Reynolds compa- 
nies, the companies in the office of 
Chubb & Son, and in other marine of- 
fices, the Firemen’s of Newark group. 
and some other groups or individual 
companies that have operated outside the 
National Conference in the past. If some 
of these important underwriting units 
decide their future will be best served 
by remaining in an independent position, 
then other comnanies which are now fa- 
vorably inclined toward the suggested 
association may alter their tentative po- 
sitions. On the other hand, if several 
of those aforementioned groups exnress 
a definite desire to form an association 
those who are today skeptical may be 
governed accordingly and climb aboard 
the band wagon, then seek to phrase the 
details of procedure after the associa- 
tion has been launched. 

Some dissatisfaction is being reported 
from the Western states where certain 
automobile insurance interests believe 
that their local underwriting problems 
are so local and individual’ that thev 
would not be handled adequately and 
fairly by a central organization with 
headquarters in New York. The feeling 
exists to some extent that the mainten- 
ance of premium volume in those parts 
of the country far from New York citv 
depends in large measure upon independ- 
ence and freedom of action to meet com- 
petition anickly in anv form in which it 
arises. Whether this opnosition from 
within the ranks of the Western and 
Pacific Coast Conferences will have any 
serious effects upon the chances of suc- 
cess in forming the new association re- 
mains to be seen. 





SOUARE CLUB NOMINEES 


The Insurance Sauare Club has nomi- 
nated officers for the coming year to be 
voted upon at the December meeting. 
They are: President. George A. Hamil- 
ton: first vice-president. Leonard M. 
Plotkin: second vice-president, Stuart H 
Richardson; general secretary, Frederick 
W. Wrenn: financial secretarv, Edward 
C. Hamilton: trustees. Fred B. Hollister 
and Fred W. Hohloch. 





ALBERT H. EINECKE KILLED 

Albert H. Einecke,.58 years old, opera- 
tor of a large general agency in Terre 
Haute, Ind., handling fire and casualty 
insurance, was fatally injured in an auto- 
mobile accident in which he was a pas- 
senger in the car. The accident occurred 
west of Terre Haute. Riding in the same 
car were his wife and a son, neither of 
them being seriously injured. The car 
turned over. The widow and son sur- 
vive. 




















Roman Cohorts 


N 732 B. C., during the reign of Caesar 
Augustus, Imperial Rome had a fire 


department consisting of seven cohorts 
of 1000 men each. 


Even with such a large body of fire fight- 
‘ers as the Romans mustered, fire losses were 
tremendous and each individual had to bear 
his own. loss. 


Today property owners can enjoy protec- 
tion against financial loss through sound 
stock fire insurance supplied by substantial 
companies like the Franklin. 


THE FRANKLIN FIRE INSURANCE CO. 
of Philadelphia 


WILFRED KURTH, Pres. 
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CORROON & REYNOLDS 


INCORPORATED 
INSURANCE UNDERWRITERS 


92 WILLIAM STREET 


Manager 


NEW YORK 

















June 30, 1929, Statements 


American Equitable Assurance 
Company of New York 


Assets Liabilities Capital 
$13,199,520.14 $4,131,528.24 $2,000,000.00 


*Net Resources 


$9,067,991.90 





Bronx Fire Insurance Company 


of the City of New York 


$ 6,222,503.26 $1,465,563.53 — $1,000,000.00  —-$4,756,939.73 





Brooklyn Fire Insurance Company 
$ 6,582,059.23 $1,540,303.61 $1,000,000.00 $5,041,755.62 





Globe Insurance Company 


of America 


Pittsburgh, Pa. 
(Incorporated 1862) 
$ 907,735.38 $ 600,000.00 


$ 2,951,973.45 $2,044,238.07 





Independence Fire Insurance 


Company 
Philadelphia, Pa. 
$ 923,403.22 $1,000,000.00 


$ 2,469,571.32 $1,546,168.10 





Independence Indemnity Company 


Philadelphia, Pa. 


$14,269,559.93 $9,308,535.79 $1,250,000.00 $4,961,024.14 





Jefferson Fire Insurance Co. 


Newark, N. J. 


$ 1,164,568.03 $ 157,129.65 $ 400,000.00 $1,007,438.38 





Knickerbocker Insurance Company 


of New York 
Assets Liabilities Capital *Net Resources 
$ 6,779,155.71 $2,823,076.82 $1,000,000.00 $3,956,078.89 





Long Island Fire Insurance Company 
$ 481,783.24 $- 73,268.93 $ 200,000.00 $ 408,514.31 





Merchants and Manufacturers 


Fire Insurance Company 


Newark, N. J. 
(Chartered 1849) 


$1,515,728.36 $1,000,000.00 —-$5,312,840.94 


$ 6,828,569.30 





Metropolitan Fire Insurance Co. 
of New York 


$ 1,006,278.75  $ 141,991.36  $ 200,000.00  $ 864,287.39 





New York Fire Insurance Company 
(Incorporated 1832) 


$ 4,246,343.35 $1,451,654.73 ——-$1,000,000.00 


$2,794,688.62 


Republic Fire Insurance Company 
of America 


(Incorporated 1871) 


$ 4,770,208.91 $1,188,960.91 —_ $1,000,000.00 


$3,581,248.00 





State Fire & Marine Insurance Co. 


of Illinois 


$ 462,460.85  $ 106,704.98  $ 250,000.00 


$ 355,755.87 





Sylvania Insurance Company 
Philadelphia, Pa. 


$ 6,395,306.86  $1,145,419.76 —_$1,500,000.00 


$5,249,887.10 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. Above include additional funds paid in since June 30, 1929. 


Complete facilities for writing all classes of insurance, excepting life 
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Dominge and Lincoln 
Get Out New Handbook 


ENCYCLOPEDIA OF INSPECTION 





Well-Known Underwriting Engineers 
Discuss Fires in Course of Construc- 
tion, Motion Picture Losses, Etc. 





Only at intervals does a book on in- 
surance go through a number of editions 
but such is the case with “Fire Insurance 
Inspection and Underwriting,” an en- 
cyclopedic handbook defining insurance 
terms, the policy contract, special forms 
and processes, materials used in mercan- 
tile and manufacturing establishments, as 
well as fire hazards. The new volume 
just published makes the fourth, the one 
preceding being printed six years ago. 

The subjects covered were pretty 
broad, but the authors, Charles C. Do- 
minge and Walter C. Lincoln, know their 
stuff. They have always collaborated on 
books, and their volumes have appealed 
to those interested in underwriting, con- 
struction, engineering and_ inspection. 
Dominge has been with the Great Am- 
erican for years, and is one of the best 
posted men in town on everything that 
has to do with risks in the metropolitan 
district. He seems able to carry in his 
head the ever-changing map of New 
York city. Lincoln was formerly chief 
inspector of the Great American, and is 
now with the agency of Mills & Hon- 
ness. 

In describing the present book as an 
encyclopedia the designation is correct. 
It has 1,150 papes, but yet is so printed 
that it can be slipped into an overcoat 
pocket. It is published by The Spectator 
Co. 

In Course of Construction Losses 

One of the most interesting discussions 
in the book appears under the head of 
“Course of Construction.” There have 
been many fires in fireproof buildings in 
course of construction in New York city 
Some of them listed by Dominge and 


Lincoln follow: Vanderbilt Hotel, $33,- 
130 loss; Pennsylvania Hotel, $45,000 
loss; Aeolian Building, $143,000 loss; 


Bronx Apartment, $75,000; Sherry-Neth- 
erlands Hotel, $200.000 loss; Riverside 
Baptist Church, $1,500,000; Lenox Place 
Apartment House in Staten Island, 
$400,000. 

Some interesting facts about fires in 
motion picture houses or studios are 
given. These include the fire which de- 
stroyed the new Paramount-Famous 
Players-Lasky studio at Hollywood, a 
$100,000 loss. The authors say “Neither 
wired glass nor glass with screens can 
be used for studio lights because the 
wires would show on the picture if taken 
by natural light.” 


AGENTS TO BE AT ASTOR 

Several representatives of the National 
Association of Insurance Agents will be 
at the Hotel Astor in New York during 
the week of December 9-14 when the 
National Convention of Insurance Com- 
missioners, the Life Presidents’ Asso- 
ciation and the Insurance Federation of 
America hold meetings there. Among 
these agents will be Clyde B. Smith, 
Lansing, Mich., president of the National 
Association; Edwin E. Cole, Fall River, 
Mass.; Frank L. Gardner, Poughkeepsie, 
N. Y.; J. W. Rose, Buffalo, N. Y., and 
Harry R. Manchester, Cleveland. Ohio. 





INVESTMENT GAINS SHOWN 


An analysis of the underwriting and 
investment experiences of the American 
Eagle and First American, both of the 
America Fore group, has been made by 
the New York Insurance Department. 
For the fire year period ending Decem- 
ber 31, 1928, the American Eagle had an 
underwriting loss of three-quarters of 
1% on the earned premiums and an in- 
vestment gain of 243%4%. The First 


American in three years lost 34% on 
underwriting and made 57% on invest- 
ments. 


TRIBUTE TO W. L. PERRIN & SON 





Agricultural Tells of Cordial Relations 
With Agency Over a Period of 
Thirty-five Years 
W. L. Perrin & Son, one of the lead- 
ing agencies in New York city, has re- 
ceived a splendid tribute from the Ag- 
ricultural of Watertown, which company 
has been in that office for thirty-five 
years. The company has made a public 
announcement of the highly satisfactory 
relations existing with the agency over 

this period of time, saying in part: 

“For thirty-five years W. L. Perrin & 
Son have represented the Agricultural. 
It has been a pleasant relationship. We 
appreciate it sincerely. It is our hope 
that the succeeding years will bring con- 
tinued prosperity and progress to this 
firm. Its past record is a promise of 
prompt, courteous, adequate service for 
every broker in this district.” 


Ludlum Luncheon 


(Continued from page 23) 
the surer we will be of the future. In 
the past we have learned largely by ex- 
perience, but our business has become 
so complicated, with so many new chan- 


nels through which to work, so many 
new classes of business continuously 
cropping up, that the trained insurance 
official of the future must have a care- 
ful training and an early start up the 
ladder in order to grasp and intelligently 
cope with these many problems. It is 
essential and proper that we give these 
boys an opportunity of learning basic 
principles of many things in order that 
when they are ready for the lower ex- 
ecutive positions they will have a gen- 
eral knowledge of conditions as a whole. 
Our guest has been one of those to put 





their shoulders to the wheel in this 
work.” 
Those Present 


The following attended the luncheon: 

Lyman Candee, Globe & Rutgers; E. R, 
Hardy, Insurance Society of New York; Wil. 
liam BroSmith, Travelers; George E. Hayes, 
Union Indemnity; E. Donegan, General 
Surety; Victor Roth, Security Insurance Co,; 
A. Rendtorff, Sterling Offices, Ltd.; C. L, 
DeWitt, Fred S. James & Co.; Charles I, 
Tyner and Harold S. Poole, Home; W. H. 
Koop, Great American; Frederick Richardson, 
General Accident; G. F. Michelbacher, Great 
American Indemnity; James J. Hoey, Hoey 

Ellison; Ralph H. Blanchard, Columbia; 
James V. Barry, Metropolitan Life; Prentiss 
B. Reed, Phoenix of London; Sumner Rhoades, 
Eastern Underwriters’ Association; Charles E, 
Wickham, agent; Cecil F. Shallcross, North 
British & Mercantile; Willis O. Robb, formerly 
of the N. Y. Fire Insurance Exchange; C. R, 
Tuttle, Insurance Co. of North America; Edson 
S. Lott, U. S. Casualty; Raymond P. Dorland, 
Davis, Dorland & Co.; William Mackintosh, 
Royal; Cornelius Eldert, Atlantic Mutual; C. A. 
Nottingham, L. & L. & G.; O. E. Lane, former 
president Niagara; Henry Haydock, A. R. Han. 
ners and F. F. Koehler. 
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Repair Shops for Leads 
. _— repair and reconstruction shops afe a source 
of live leads for automobile insurance prospects. Many dam- 
aged cars, on which no insurance is carried, are taken to shops 
to be repaired. Unfortunate car owners of this type are cer- 
tainly in an excellent frame of mind to consider insurance 
against similar or other loss. Get friendly with some of the 
busy shops. You will find them always wanting to make 
friends with insurance men. They can give you the 
names of the aforementioned prospects. 

B. C. Forbes, noted financial writer, says: The ability to ibe friendships, 

to make people believe in you and trust you, is one of the few absolutely 

fundamental qualities of success. Selling, buying and negotiating are so 

much smoother and easier when parties enjoy each other's confidence. The 

man who can make friends quickly will find that be will 
glide instead of stumble through life.” 
; 
FIREMAN’S FUND GROUP 
FIREMAN’S FUND, HOME FIRE & MARINE and OccIr « ITAL INSURANCE COMPANIES, 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY 
FIRE, AUTOMOBILE and MARINE 
SAN FRANCISCO NEW YORK ) BOSTON CHICAGO ATLANTA 
32 
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Adjuster Urges Sale 
Of Explosion Cover 


SEES A GREAT NEED FOR IT 





Few Realize Importance of This Protec- 
tion Until a Loss Occurs, 
Expert States 





' Local agents are advised to inform their 
policyholders that they are not fully pro- 
tected under supposedly adequate fire polt- 
cies unless they carry explosion insurance 
in general, the majority of fire covers 
containing a clause to the effect that the 
company will not be liable for loss by 
explosions of any kind unless fire ensues 
and in that event for the damage by fire 
only. Edward E. Eitel, a well-known in- 
dependent fire loss adjuster in San Fran- 
cisco, gives some sale pointers on explo- 
sion insurance from the viewpoint of one 
who has witnessed some tragic losses sus- 
tained by those who have failed to carry 
explosion insurance, in an article he has 
written for the November issue of the 
Fireman’s Fund “Record.” He says im 
part : 

It is surprising how few property own- 
ers and others understand or appreciate 


the true importance and signification of - 


the “explosion” provision as it is set 
forth in the fire insurance policy; nor 
do they give to it, usually, any thought 
that so vital a contractual relation war- 
rants and justifies. 

’ It matters not how an insured may or 
may not have construed this stipulation 
and condition of the policy, or whether 
or not it be within his contemplated in- 
tendment. Should a loss occur causing 
a claim for more or less damage to build- 
ing or contents from explosion, it is not 
recoverable under a fire insurance policy. 

Claims Judged Solely on Facts 

When an explosion damage occurs, 
whether the same has its origin in the 
insured property or otherwise, or wheth- 
er or not fire precedes the explosion, or 
the explosion is a mere incident thereto, 
or the circumstances are mixed or con- 
sequential or incidental, or are the effi- 
cient causes producing the loss and dam- 
age, a situation is presented which must 
be reconciled with all existing happen- 
ings, conditions, and facts, and is to be 
judged solely from all the evidence sur- 
rounding the cause and its effect before 
a claim may be established and collect- 
ible under a fire insurance policy. 

There are but few who know or take 
the trouble to enquire into matters per- 
taining to the use or occupancy of prem- 
lses that are adjacent to or are in their 
immediate or remote neighborhood. 

It may be a railroad station, or rail- 
toad siding with side-track facilities of 
considerable magnitude, and on which 
carloads of dynamite, gasoline, or other 
highly explosive materials remain tem- 
Porarily or otherwise during transporta- 
tion from one point to another; or it may 
be a hardware store having permission 
for storage of combustibles; or a gaso- 
line and oil station of more or less large 
supply; or a gas company gasometer; 
or a warehouse containing such merchan- 
dise, some of which may be highly com- 
bustible and of an explosive nature; or 
a flour or cereal mill in which the dust 
explosion hazard is ever present and 
should be considered; or a manufactur- 
ing plant containing steam boilers and 
other high pressure apparatus; or the 
hotel, apartment house, dwelling, all con- 
taining many devices of various appara- 
tus installations that are susceptible to 





explosion when not properly maintained 
and/or operated. 

1 such occupancies may, depending 
upon circumstances and maintenance, 
produce damage by explosion. 

Both Fire and Explosion Insurance 
Necessary 


It matters not whether the origin of 
the explosion be adjacent to the in- 
sured’s property or remote thereto, or 
that the explosion was in consequence 
of a fire, or that the explosion caused 
the fire, you may suffer a loss and dam- 
age to your property by either or both 
destructive forces; therefore both fire 
and explosion insurance is the only safe 
alternative. 

An explosion may cause great damage 
to your property either from within or 
from without the premises, and, unless 
you have explosion insurance, the burden 
of financial loss may be upon you. 
Should a fire outside your premises 
cause a violent explosion and that ex- 
plosion damage your property, there can 
be no recovery for such damage under 
a strictly fire insurance coverage. If a 
fire within your premises be followed 
by an explosion therein, and the explo- 
sion was the result of the fire and in 
direct sequence, all loss and damage 
therefrom by both destructive forces, to 
your property, is within the fire policy 
coverage. When fire in your premises 
follows an explosion therein, only the 
fire loss and damage is recoverable un- 
der a fire policy. : 

How few do give these matters any 
serious consideration, when, by obtain- 
ing full explosion coverage insurance, 
perfect peace of mind and financial se- 
curity is within reach. 

In my opinion no interest in prop- 
erty, however large or small, or of what- 
soever character, can afford to be with- 
out explosion protective insurance. 





H. B. EDWARDS WITH SOUTHERN 

Southern manager Cliff G. Key of the 
Southern Fire of New York has appoint- 
ed H. B. Edwards as state agent of the 
company, supervising the States of Ala- 
bama, Mississippi and Louisiana, with 
New Orleans headquarters. Mr. Edwards 
is one of the best known field men in 
Southern territory. His experience dates 
back for many years when he was em- 
ployed by the La Combe General Agency 
of Opelousas, La. Later he went with 
the Automobile of Hartford, remaining 
with them for about fourteen years, 
during which time he served in various 
capacities, both in the field and depart- 
ment office. He leaves that connection 
to go with the Southern on December. 


GET NEW BERLIN OFFICES 

The companies of the Iduna group, 
German subsidiaries of the Globe Under- 
writers Exchange, have acquired a large 
office building in the center of Berlin in 
the strategical location of the corner of 
Friedrichstr. and Kochstr. It is the so- 
called “Ambi” building and the price 
paid was about $250,000 or about ten 
times the amount of the annual” rent 
on pre war basis. 


MUNICH RE BUYS HAMMONIA 

The Hammonia General of Hamburg, 
Germany, formerly a subsidiary of the 
Frankfurter General now announces that 
the block of stock held by the Frank- 
furter has been taken over by the Mu- 
nich Re, which has already acquired ma- 
jority holdings in a number of other 
former subsidiaries of the Frankfurter. 
Hammonia has increased its capital by 
two millions to 5,000,000 Mk. 








CALLS FIRE COS. SECURE 





Best’s Insurance News Says Financial 
Programs of Companies Have Been 
Shaped to Meet Emergencies 

The safety of fire insurance is not 
threatened by the recent decline in value 
of securities the Alfred M. Best Co, 
Inc., states in an editorial in the No- 
vember issue of “Best’s Insurance 
News.” The publication reaches this re- 
assuring conclusion on the basis of five 
factors: first, that in less than six years 
the ratio of capital and surplus of Am- 
erican stock fire and marine companies 
to their net premium income has dou- 
bled; second, that many companies in- 
vesting any considerable percentage of 
their assets in stocks carried in their last 
annual statements contingency reserves 
designed to meet just such a break in 
prices as has occurred; third, that with 
few exceptions, the stock investments of 
the fire companies are of the highest 
type and are most likely to recover lost 
ground rapidly; fourth, that most fire 
companies after all have only a relatively 
small part of their funds in common 
stocks, and fifth, that most companies 
have not paid dividends upon their pa- 
per or unrealized profits but upon actual 
income or dividends from their invest- 
ments and these payments are not likely 
now to be reduced. 

“So great has been the increase in the 
capital resources of the fire-marine com- 
panies in recent years,’ says Best’s, 
“through the marketing of increased is- 
sues of stock, usually at substantial pre- 
miums, that a shrinkage of paper values 
far greater than the recent one would 
still leave the ratio of policyholders’ sur- 
plus to premium volume higher than ever 
existed prior to six years ago, which was 
the starting point of the tremendous 
program of additional financing to which 
we have so often referred. Therefore, 
property owners may rest secure in the 
knowledge that the companies are amply 
able to meet every obligation.” 





OPENS A GENERAL AGENCY 


W. B. Respess of Lexington, Ky., for- 
mer field representative of the Niagara 
Fire in that state, and also head of the 
local agency of W. B. Respess & Co. at 
Lexington, has opened a new general 
agency in the Guaranty Bank building 
there. He will represent the La Salle 
Fire of the Insurance Securities group 
and the Homestead of the North British 
& Mercantile group. It is reported that 
he has disposed of his interest in the 
local agency to his brother, A. C. Res- 
pess, Jr. 





CORROON & REYNOLDS’ FIGURES 

Corroon & Reynolds, Inc., which com- 
menced operations in March, 1929, re- 
ports, for the period from March 1, 1929, 
to November 1, 1929, cash income plus 
net earnings of wholly owned subsidia- 
ries amounting to $1,444,814, which 
amount is in excess of twice the annual 
dividend requirements on the outstand- 
ing preferred stock of the corporation. 





ROBERTSON IN VIRGINIA 

J. Tabb Robertson, Jr., has been ap- 
pointed a special agent of the Fidelity 
& Guaranty Fire and transferred from 
the home office to the Richmond, Va., 
branch. He will cover the Richmond 
territory and the State of North Caro- 
lina. 


TO WRITE AIRCRAFT P. D. LINES 





Fire Association Group Adds This Pro- 
tection to Its Aviation Risks; Cov- 
ers Auto Damage Also 

The Fire Association of Philadelphia 
and its affiliated companies, the Reliance 


-and the Victory, are going to write cov- 


ers protecting against damage done to 
ground property by aircraft or motor 
vehicles. Several months ago the Fire 
Association fleet entered aviation insur- 
ance, appointing Barber & Baldwin, Inc., 
of New York as underwriting agents. 
This new announcement to agents is a 
further extension of facilities for writ- 
ing up to date coverages. 

President J. W. Cochran of the Fire 
Association group says in a letter to 
agents: 

“There is considerable demand for this 
kind of protection due to the rapid in- 
crease in the use of aircraft for pleas- 
ure and commercial purposes. As there 
are more airplanes flying today than 
there were automobiles on the roads in 
the year 1900 we predict the time is 
not far distant when the majority of 
owners of manufacturing, mercantile and 
residential property will seek this form 
of protection as readily as they now do 
fire insurance. Such insurance is espe- 
cially needed on property located ad- 
jacent to landing fields, hangars, gov- 
ernment flying schools and along char- 
tered airways. Country clubs and large 
estates should prove exceptionally good 
prospects because of the cleared spaces 
they afford for forced landings. 

“This policy covers against all direct 
loss and damage by aircraft or objects 
falling therefrom and by motor vehicles, 
except property damage caused by de- 
vices owned or operated by the owner 


of the premises insured or occupants 
thereof.” 





PHILADELPHIA CLUB OFFICERS 

Officers of the Underwriters’ Club of 
Philadelphia were elected last week as 
follows: President, W. O. Slocum, Crum 
& Forster group; first vice-president, 
George W. Sailor, Buffalo Insurance Co.; 
second vice-president, Frederick J. 
Haarde, America Fore Group; secretary, 
L. W. Powers, National Liberty; treas- 
urer, F. O. Beitel. The board of govern- 
ors is composed of the following: Joseph 
Mottet, Agricultural; William M. Ryan, 
Automobile of Hartford; John D. Brady, 
Home group; F. I. Baldwin, New York 
Underwriters; Robert W. Martin, Amer- 
ica Fore Group; R. P. McKown, Fire- 
men’s of Newark; Charles O’Neill, Hart- 
ford Fire. 





SOURS WITH NAT’L LIBERTY 


The National Liberty has appointed 
A. A. Sours as special agent for St. 
Louis and southern Illinois, with head- 
quarters at St. Louis. He has had a 
broad experience as a special agent and 
adjuster, having traveled in Illinois, 
California and Arizona. For several years 
he adjusted losses for the Underwriters 
Adjusting Co. in St. Louis and southern 
Illinois and recently was special agent 
for the Republic Fire of Texas. 





FIRE RATES ARE REDUCED 


The New England Fire Insurance Ex- 
change has advanced Auburn, Me., from 
class C to class B, except for outlying 
sections, reducing the basic rate on mer- 
cantile property from 48 to 44 cents. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


a 





t 
' 


17-23 John Street, New York 
CORtlandt 8300 














MANAGERS 


INSURANCE CO. suctice 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 








Page 32 








November 29, 1929 





Hangar Sprinkler 
Tests Successful 


FIRES ARE PUT OUT RAPIDLY 


Deluge Sprinkler Systems Confine Dam- 
age to Plane Where Fire Started, 
Saving Other Property 


Several hundred insurance rating bu- 
reau experts, fire prevention engineers, 
aviation technicians and others from all 
parts of the country witnessed the auto- 
matic fire sprinkler exhibition and tests 
made in airplane hangars at the Newark 
Airport at Newark, N. J., last week. 
These successfully demonstrated 
the ability of open head sprinklers on 
deluge systems to extinguish airplane 
fires in hangars so rapidly and effec- 
tively as not to cause damage either to 
the hangars or to other airplanes placed 
right up against the burning plane. 

Several of the tests made by the Auto- 
matic Sprinkler Co. of America, which 
staged the all-day exhibition, showed the 
comparative effectiveness of the closed 
head wet system and the open head, dry 
pipe, deluge systems. The former oper- 
ates by a fusing process in each head 
when sufficient heat is applied directly to 
the head, while the deluge system func- 
tions when a high degree of heat is reg- 
istered in super-sensitive water control 
boxes located in different parts of the 
room or building where the sprin- 
kler system is installed. Over 3,000 gal- 
lons a minute were poured from about 
100 sprinkler heads upon the burning 
planes and piles of gasoline saturated 
excelsior used in the Newark tests. 

It was discovered that the deluge sys- 
tem is far more successful in extinguish- 
ing a fire in an airplane hangar than the 
closed head system. On account of the 
strong drafts created in a structure as 
open to the elements as a hangar the 
tests revealed the fact that intense heat 
as it neared the high ceiling of the 
hangar was blown away from over the 
spot where a fire had been started and 
consequently the closed sprinkler heads 
which opened were not those that threw 
a direct stream of water on the flames. 
The deluge system also showed to bet- 
ter advantage because of the arrange- 
ment whereby water was thrown upward 
in great volume from holes in the floor 
as well as coming down from the over- 
head sprinklers so that flames were un- 
able to creep safely along the under side 
of an airplane’s wing or fuselage. 

Burning Plane Rarely Saved 


Due to the fact that airplane fires are 
usually terrifically intense because of the 
aid of gasoline, there is hardly ever any 
hope of saving a burning plane unless 
the fire is discovered before it has gained 
real headway. The purpose of these 
sprinkler tests last week at Newark was 
to prove that by the aid of sprinklers 
alone an airplane fire in a hangar could 
successfully be confined to the point of 
origin and not be allowed to spread to 
other planes in the same enclosure and 
to the hangar itself. 

Because of the volume of water re- 
leased, the deluge system is not used in 
buildings or establishments where there 
is stock or other property susceptible to 
water damage. In an airplane hangar 
a tremendous amount of water can be 
shot from a sprinkler system and car- 
ried off easily, but it so happened at the 
Newark Airport tests last week that 
some of the drain pipes in the hangar 
floor became stopped up with paper and 
other refuse dropped by the large crowd 
there. In a few minutes during one test 
about a foot or more of water had ac- 
cumulated on a hangar floor and those 
in the front ranks of the witnesses, un- 
able to escape because of the crowds be- 
hind them, had their feet well soaked. 

Report by Vlachos & Co. 

Viachos & Co., fire insurance inspec- 
tors, well-known in New York City and 
in Philadelphia, had a representative at 
the demonstrations, who afterwards is- 


tests 








sued the following report of his obser- 
vations: 

“The hangar is an exposed steel frame 
structure, measuring 120 feet by 120 feet, 
one thirty-five-foot high story, with ce- 
ment block curtain walls, steel frame and 
ordinary glass end doors, plank roof 
supported by steel framing, gravel floor, 
open finish. The ceiling, to the height 
of the roof trusses, is divided into six 
bays by compo-board. 

“Sprinkler protection is provided by a 
six-inch to ten-inch connection with pub- 
lic mains, under about forty-five pounds 
static pressure at ground level. The sys- 
tem is divided into six sections, each 
controlled by a rate of rise deluge valve 
in a leanto. Ceiling sprinklers are piped 
according to 1905 standard. Floor 
sprinklers were spaced for approximately 
100 square feet each. There were two 
lines of sprinklers and one line of four 
rise in temperature detectors or heat ac- 
tivators, in each bay. 

“Test No. 1-A (One open head in each 
bay, all others closed, dry system)—Ten 
pounds of excelsior on floor in second 
bay. This very small fire actuated the 
valve in twenty-five seconds in bay No. 
2, Shortly after the two open sprinklers 
in bays one and three also flowed. No 
closed sprinklers fused. 

Test No. 1-B (All closed heads, wet 
pipe system)—Twenty pounds excelsior 
and later forty pounds of excelsior 
burned to extinction without fusing 
sprinklers. Third attempt with eighty 
pounds excelsior, flames reaching to 
roof, opened one sprinkler in seventy-five 
seconds, not over fire, and a second and 
third sprinkler, seventy seconds later 
which extinguished fire in about fifteen 
seconds. Total elapsed time about two 
minutes, forty seconds. 

“Test No. 2-A (All closed heads, wet 
system)—Fire started in twenty second 
intervals in twelve open pans containing 
one quart of gasoline each (total forty 
square feet area) and one quart of gaso- 
line in a revolving gasoline spray throw- 
ing over a radius of thirty-five feet. First 
sprinkler fused in eighty seconds, the 
second twenty-seven seconds later, the 
third eight seconds later. Six heads 
opened, controlling but not extinguishing 
the fire. 

Fire Controlled in 20 Seconds 


“Test No. 2-B (All open heads)—Same 
arrangement as above, except that all 
open heads or deluge system of dry pipe 
sprinklers is used. Sprinklers in bay of 
fire operated in twenty seconds, con- 
trolling fire. Sprinklers in two adjoin- 
ing bays also operated. 

“Test No. 3-A (All open heads includ- 
ing floor sprinklers, dry system)—Three 
open pans containing one quart gasoline 
each, located under and adjacent to air- 
plane wings on metal supports. Sprin- 
klers operated in twenty-five seconds 
from start of fire, controlling but not 
extinguishing gasoline fire. Airplane ma- 
terial not burned. 

_ “Test No. 3-B (All open heads, includ- 
ing floor sprinklers, dry system)—Com- 
plete airplane with fuselage, against 
which were old airplane wings in double 
tier on metal supports and an old fuse- 
lage. The old wings were wet down with 
gasoline, three gallons of gasoline placed 
in tank in old fuselage, and two open 
pans of gasoline under wings on floor. 
This test, the most severe of all, was to 
determine the possibility of preventing 
a spread of fire from plane to plane, 
simulating average plane storage condi- 
tions. Sprinkler operated in about twen- 
ty-five seconds, the deluge extinguishing 
the wing fires in a few seconds,.and con- 
trolling the gasoline fires. Gasoline 
burned to exhaustion, failing to damage 
the rudder of the nearby plane which 
swung very close by. Sprinklers did not 
extinguish gasoline fires. Adjoining 
plane practically not damaged. 
Conclusions 

“1—Closed sprinklers, owing to high 
ceilings in hangars, are very slow to 
operate, and in the presence of drafts 
will not open first over the fire. 

“2—On account of delay in opening, 
ordinary sprinklers will not prevent seri- 
ous damage. 


“3—Sprinklers will control but not ex- 
tinguish gasoline fires. 

“4_Deluge systems (ceiling and floor 
sprinklers) controlled by rate of rise 
temperature devices may be depended 
upon to operate in airplane hangars 
(high ceilings, cross drafts) in less than 
thirty seconds, and prevent fire spread 
from plane to plane.” 


IN COURT OVER STOCK 





Providence-Washington Wants Posses- 
sion of Securities Tied Up as Result 
Of Brokerage Concern’s Failure . 
The Providence-Washington has filed 
suit in the Supreme Court to get pos- 
session of securities worth $138,699 which 
were fully paid for. The suit arises out 
of the failure of the Providence broker- 
age firm of Mandeville, Brooks & Chaf- 
fee and was brought against F. B. Keech 
& Co., in whose office Charles C. Chaffee, 

Jr., had desk room. 

The application of the insurance com- 
pany was to restrain F. B. Keech & Co. 
from transferring or making any dispo- 
sition, pending the trial, of 390 shares of 
preferred stock of the Electric Auto 
Light, 500 shares of American Can com- 
mon, 1,000 Standard Brands and 300 
Remington Rand first preferred stock. 

The complaint alleges that an order 
was given to Mandeville, Brooks & Chaf- 
fee in Providence in the belief that since 
the firm was a member of the New York 
Stock Exchange it would execute itself 
the order on the floor of the Exchange. 
The plaintiff said that the stock was 
fully paid for and that the Providence 
brokers directed the N. Y. firm through 
whom they were bought to deliver the 
securities to the plaintiff, but that the 
Keech firm now contends that it has a 
lien on the stock because of the Provi- 
dence firm’s indebtedness to it. The 
Providence-Washington says the brok- 
ers have no legal right to retain posses- 
sion. 





NEW TRAVELERS DIRECTOR 

Horace H. Ensworth, president of L. 
L. Ensworth & Son; Inc., of Hartford, 
was elected a director of the three Trav- 
elers companies filling the vacancy 
caused by the death of Louis F. Butler. 
He has been associated with the Trav- 
elers organization in a directorial capa- 
city since 1916 when he was elected a 
director of the Connecticut River Bank- 
ing Co., controlled by the Travelers. 
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An agent of the LONDON ASSURANCE or the 
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Britain Seeks Auto Policy Changes 





Underwriters There Feel Horsepower and Price of Car Is Not 
True Measure of Risk; Consider American System of In- 
dividual Make and Geographical Location: Also 
Ability of Driver and Daily Mileage of Car 


With the steadily increasing use of 
‘automobiles in Great Britain, automobile 
underwriters there are just now trying 
to solve rating problems which were en- 
countered and ironed out satisfactorily 
in this country several years ago. To 
be sure, the automobile insurance busi- 
ness in the United States is now on the 
threshold of some far-reaching improve- 
ments but these concern themselves 
more with underwriting practice, rate 
levels and acquisition costs than with 
fundamental methods of calculating net 
premium rates on the basis of experi- 
ence. 

In Great Britain automobile rates are 
today determined in accordance with the 
horse power and price of the car to be 
insured, all other features being ignored. 
The companies over there recognize sev- 
eral inherent weakness in this method 
and are searching around for ideas to 
improve the rating system. A number of 
proposals have been made, most of which 
are considered either unsound in prin- 
ciple or impractical while human nature 
remains what it is today. 

In the United States the present con- 
ferences use the name of each individual 
make of automobile, plus geographical 
location, as the basis for rates for fire, 
theft and collision policies. The liability 
and property damage rates do take horse 
power into consideration as one of the 
determining factors. Fire companies 
writing automobile risks in this country 
consider the make or name of a car more 
valuable than horse power or list price 
for fixing adequate and fair rates. Final 
charges for different localities reflect the 
congestion hazard, a most important item 
not included in the British rating sys- 
tems, 

In England two of the suggestions are 
that consideration be given to the length 
of time a person has driven a car, a 
Sort of merit-rating plan and that the 
number of miles a car is driven in a year 
may be a fairly good index of the ex- 
posure risk. 

recent issue of the “Policyholder,” 

a British insurance contemporary, de- 
votes considerable space to suggested re- 
forms in the rating of private cars list- 
ing advantages and disadvantages. Parts 
of this article follow: 


Premiums Based on Mileage 


Based almost entirely on the broad 
Principle that the length of time a car is 
exposed to the full perils of the road is 
4 reasonably reliable index of the total 
tisk, the mileage basis has found a num- 
ber of adherents. It is argued that the 
asis of the present rates is that for, 
Perhaps, 23 out of every 24 hours, a pri- 
vate car is not used and is off the road 
Its garage; were rates to be assessed 
Ps a “24+ hours out of every 24” basis, 
they would necessarily be immeasurably 
a than they are at present. Why, 

erefore, cannot the principle be con- 
verted into mileage instead of hours. and 
y hase doing, make the motorist who only 
re ers his two-thousand miles per an- 
; m pay one premium, and the man who 
veges in long tours, pay another? 
be uile a car is off the road the risk is 

its minimum, and while in use at its 
Maximum, 
to wvocates of the mileage system point 

.l€ commercial traveler as a case in 
pay ye here the additional premium 
Pe a iS not justified so much by rea- 
reckic Re: fact that the car is more 
oo y driven or that the commercial 

“a og ho pricy hase naar driver, ‘me 

‘ use for far longer periods 
that would be the case if it al ach 

a average private individual, and 
sed’ by him solely for domestic pur- 








poses. The commercial’ traveler is 
obliged to take out his car, irrespective 
of climatic conditions, which would not 
be the case if it were used for pleasure 
purposes. He has to make his calls in 
different parts of the country all the 
year round, and so his mileage is often 
exceedingly heavy. Exposure to road- 
perils is increased, and a higher pre- 
mium is very justifiably demanded. 

How are we going to check the mile- 
age covered, and obtain, at the end of 
the period of insurance, any additional 
premium that may be payable by reason 
of the estimated mileage having been 
exceeded? Clearly, the present-day 
speedometer would be quite useless for 
this purpose; within half a minute, it 
can be detached and thrown out of op- 
eration; its inaccuracy is notorious and 
its driving cable none too reliable. 
Would it be reasonable to expect a com- 
mercial traveler to keep his car out of 
use. and lose much business while a new 
cable is being obtained? Would it not 
be putting a big strain on the integrity 
of the motoring public to deem every 
motorist incapable of detaching his 
speedometer. and thus showing a false 
reading? ‘The accuracy of the instru- 
ment is also governed by other factors; 
it only needs a different size of wheel, 
or even tire, to be fitted for the reading 
to be thrown out entirely. 

By some it is argued that the instru- 
ment could be sealed, and that on re- 
newal, if the seals were found to be 
broken, the insured would be deemed to 
have covered so many additional thou- 
sands of miles; what of the motorist who 
found his speedometer making an annoy- 
ing squeaking noise, and who had to 
break the seals to give it a drop or twa 
or oil? In theory, the mileage-method 
has a good deal to commend it. but in 
actual practice it is extremely doubtful 
whether it would work; undoubtedlv not 
until speedometers become vastly differ- 
ent things from what they are today. 


Premiums Based on Individual Makes 


In this principle is found an effort to 
base premiums on a factor which forms 
the most prolific source of claims-outgo, 
namely, repairs to insured cars. No one 
can dispute that just because two cars 
are of like cylinder-dimensions this is 
not to say that repairs-cost will like- 
wise be approximately the same. Ex- 
perience teaches us that, say, a 12 horse- 
power car of one make is infinitely 
cheaper, or more expensive, as the case 
may be, to repair than a 12 horsepower 
car manufactured by another maker. 
The inexpensive car turned out on the 
modern mass-production lines, is one ve- 
hicle to insure, but quite another is the 
“quality” (for lack of a better expres- 
sion) car owned by the more affluent 
circle. The increase in value of the lat- 
ter type of car helps the underwriter 
very little, for the premium is usually 
only a matter of a few shillings more, 
while repairs cost may vary up to one 
hundred per cent. or more. 

There are, however, some obvious dif- 
ficulties which will have to be overcome. 
If premiums are to be assessed on re- 
pairs-cost, it follows that the chassis of 
each particular car is not the only point 
to be considered; each maker usually 
quotes a price for the same chassis, but 
with different types of bodies, and by 
no stretch of imagination can it be held 
that an open two-seater costs the same 
sum to repair as does a covered-in sa- 
loon. The price of bodies varies within 
very wide limits, both as regards their 
initial cost and repair charges, but in 
the one scheme at present in force, no 
difference is made in the premium. So 


long as the car is of some particular 
horsepower and make the premium is 
the same, although the body with which 
it is fitted may ‘be anything up to per- 
haps 50% more costly to repair than 
another type. 

It is difficult to see logic in this; if the 
broad principle of individual rating is 
correct, surely each chassis and body 
should be separately rated, and not one 
rate applicable to one chassis, irrespec- 
tive of the body. Seeing that body- 
damages make heavy inroads on profits 
it seems strange to shut one’s eyes to an 
all too fruitful source of loss. On the 
other hand, there seems no practical rea- 
son why the system should not be 
amended on the lines indicated, and it 
may well be that time will force official 
hands in this direction. 

Rates Based on the Man and Not on 

the Machine 

Of all the suggested methods of re- 
form in premium-assessment, by far the 
most revolutionary is that of basing pre- 
miums, irrespective of. the car, on the 
man who will drive. It will suffice to 
point out that advocates of this system 
hold, and rightly so, that it is the man 
who causes the accident, and not the 
car; given an experienced driver, of 
what moment is it whether the car he 
may be driving is of high horsepower 
or low, whether it is worth £1.000 or a 
couple of hundred, whether it be driven 
in the provinces or in London; his skill 
will be equal to all occasions: conversely, 
a poor or inexperienced driver will get 
on the rocks whether he be driving a 
car of high horsepower or low, a valu- 
able or cheap car, in a city or country 
district. 

Is it logical, it is asked, to contend 
that one driver is just as good as an- 
other, and that a risk is the same wheth- 
er the driver be a pioneer motorist or 
a tyro? There is remarkably little scope 
for answering these questions; they are 
based on a point universally admitted to 
be correct in every walk of life. namely, 
that a risk is shorn of much of its haz- 
ard while the pivot round which it turns 
is skill and experience. Would “The 
Golden Arrow” have been as likely to 
come through its recent ordeal unscathed 
if Tom Smith had been at the wheel in- 
stead of Sir Henry Segrave? 

The principal difficulty in introducing 
any such reform in rating is found in its 
revolutionary character; that it is based 
on sound logic is unquestonable, and 
that it would have a beneficial effect on 
automobile business, reasonably certain. 
The difficulties and drawbacks associated 
with the four other methods mentioned 
would be solved, for the experienced 
driver with a highly-developed degree of 
road-sense is as safe on one car as he 
is on another; the period during which 
his car is exposed to road-perils loses 
-much of its acuteness, for his skill in 
driving will carry him through the dan- 
gers of other people running into him; 
no matter whether he be driving a car 
of unorthodox design or not he will be 
quite at home in it, and, if cars did not 
meet with accidents, offices could ignore 
the difference in  repairs-cost: the 
crowded thoroughfare of a big city or 
a traffic-infested by-pass is almost the 
same to him as a quiet country ‘road. 

The same remarks apply to the inex- 
perienced driver, though in an exactly 
opposite direction; his risk must be rated 
up at all costs. for he will be a danger 
to himself and to everyone on the road 
until he has developed road-sense. The 
initiation of any such scheme would 
mean the complete overthrow of all our 
present machinery, and herein lies the 
one great difficulty; every policy-form 
proposal and record would needs be 
scrapped ruthlessly, and an entirely fresh 
start made, bringing as it unquestionably 
would do universal upheaval, but is this 
not warranted in the present circum- 
stances? We must not overlook the fact 
that the motor tariff was successfully 
launched when a state approaching 
something akin to chaos existed in auto- 
mobile insurance. It was a tremendous 
and in many respects discouraging task, 
for its success was by no means assured 
at the outset. 


BURLINGTON CHANGE 


John E. Traill Made President of Old- 
Establish Vermont Agency of 
T. S. Peck 


John E. Traill, one of the best known | 
fire and casualty insurance men in New 
England, has been elected president of 
the old-established T. S. Peck Insurance 
Agency of Burlington, Vt., succeeding F. 
A. Rousseau, whose death occurred re- 
cently. 

Mr. Traill has been connected with the 
Peck Agency all his business life, join- 
ing it in August, 1892. When the agen- 
cy was incorporated in July, 1912, he 
was made treasurer. He has served two 
years as president of the Vermont As- 
sociation of Insurance Agents and is a 
member of the New England Advisory 
Board. He is one of the outstanding 
men in the business in New England and 
is well fitted for the duties which natu- 
rally fall to him as head of one of the 
oldest and largest insurance agencies in 
this territory. 








MORE BACK CONWAY’S STAND 

Several additional leading insurance 
executives, educators and lawyers have 
voiced their approval of the stand tak- 
en by the Gerieral Brokers’ Association 
of the Metropolitan District, Inc., in sup- 
porting Insurance Superintendent Albert 
Conway’s plea for self-regulation of in- 
surance. Those who are endorsing the 
idea include Ralph B. Ives, president of 
the Aetna Fire of Hartford; William A. 
Riordan, manager of the New York City 
fire department of the Automobile of 
Hartford; Leonard L. Saunders, execu- 
tive secretary of the Insurance Federa- 
tion of the State of New York; Pro- 
fessor S. S. Huebner of the Wharton 
School of Finance and Commerce at the 
University of Pennsylvania; Professor 
Ralph H. Blanchard of the School of 
Business of Columbia University, and 
Col. Francis R. Stoddard, former New 
York insurance superintendent. 





BUYS CHICAGO CO. STOCK 

The interest formerly held by P. W. 
Chapman & Co., of Chicago in the Fire 
Insurance Co. of Chicago which has been 
in the process of formation for the last 
two years, has been bought by the St. 
Louis Investment Co. This company is 
headed by Massey Wilson, well-known 
organizer of insurance companies. The 
Fire Insurance Co. of Chicago, which 
has been licensed to operate but has 
not begun underwriting, has purchased 
the Iowa National Fire for $650,000, 
which company was also owned by 
Chapman & Co. Darby A. Day, Chicago 
manager for the Union Central Life, has 
been continued as president of the Fire 
Insurance Co. of Chicago. He took over 
the office from Harold W. Letton, the 
original promoter. 





AIRCRAFT P. D. RATES CUT 

.The companies of the America Fore 
group have reduced by over 60% their 
rates on aircraft property damage insur- 
ance, at the same time broadening the 
protection under the policy. Combined 
protection against damage to dwellings 
and their contents by aircraft or street 
vehicles is now provided at the rate of 
$12.50 for $10,000 values, for a term of 
three years, and $5 for the same amount 
for one year. Rates on commercial prop- 
erty are somewhat higher. 





ROSS WITH SOUTHERN FIRE 

I. G. Ross has been appointed special 
agent of the Southern Fire of New 
York for Massachusetts and Rhode 
Island, with headquarters at 89 Broad 
street, Boston. He was with the New 
England Bureau of United Inspection 
for six years as an engineer and since 
1924 has been associated with the North 
British & Mercantile in the Boston met- 
ropolitan territory. 





FARM AND HAIL AGENTS MEET 

The Hartford Fire recently held its 
second annual conference of farm and 
hail agents at Louisville, Ky. 
were about fifty agents present. 


There 
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“Vestris” Owners Seek 
To Limit Liability 
IN FEDERAL ADMIRALTY COURT 


Case to Come Up January 17; Commis- 
sioner to Hear Damage Cases 
Totaling $2,500,000 


The owners of the steamer “Vestris,” 
which sank on November 12 of last year 
off the Virginia Capes with a loss of 112 
lives and of well over $1,500,000 in cargo, 
late last week filed a petition in the 
Federal Admiralty Court to limit the lia- 
bility for damages to not more than 
$90,000. The petition, disclaiming all re- 
sponsibility for the disaster, was filed 
on behalf of the Liverpool, Brazil and 
River Plate Steam Navigation Co., Ltd., 
and Lamport & Holt, Ltd., owners and 
operators. 

In the petition it is declared that the 
founding of the vessel was caused by 
“the extraordinary violence of the storm 
and the mountainous and dangerous seas 
accompanying the hurricane encountered 
by the “Vestris,” and therefore the lia- 
bility should be limited to $90,000, which 
represents the value of the ship at the 
end of the voyage, plus prepaid freight 
and prepaid passage moneys, minus ex- 
penses for care of passengers and trans- 
portation to their destinations. 

The petition also declares that the 
“losses, damage and destruction were oc- 
casioned and incurred without the priv- 
ity or knowledge of the petitioners.” 

Damage suits for loss of life, property, 
cargo and for personal injuries have been 
filed against the two companies for 
about $2,500,000. More than half of this 
represents suits started on behalf of ma- 
rine insurance companies which have 
paid the claims of the cargo interests and 
taken rights of subrogation. Bigham, 
Englar, Jones & Houston, well-known 
New York law firm, is handling most 
of the insurance companies’ claims. 


Case to Come Up January 17 


These damage suits were launched in 
the New York State Supreme Court, the 
Federal Court here and in Federal Dis- 
trict Courts in other parts of the coun- 
try. By the move of the “Vestris” own- 
ers for a, limitation of liability all the 
actions will be transferred to the Fed- 
eral Court in New York and tried as 
one action when the petition comes up 
for a hearing on January 17, 1930. 

Meantime the rights of the individual 
claimants will be heard before Commis- 
sioner John E. Joyce, who will determine 
how the damage moneys shall be divided. 
Even in the event that the liability of 
the “Vestris” owners is limited there 
will be the $90,000 to be paid to the 
claimants. 

The law firm of Burlingham, Veeder, 
Fearey, Clark & Hupper is acting for 
the “Vestris” owners and prepared the 
petition for liability limitation, which 
states with respect to the damages: 

“The steamship ‘Vestris’ was a total 
loss and nothing was saved from the 
wreck; there was no salvage from the 
hull or cargo. The lifeboats, which car- 
ried the survivors to the rescuing ves- 
sels were not saved. 

“The prepaid freight for the transpor- 
tation of cargo on board the ‘Vestris’ 
amounted to $78,778.11. The prepaid pas- 
sage moneys for the transportation of 
passengers amounted to $22,102.66 and 
$20,059.30 has been expended by or on 
behalf of the petitioners for care of pas- 
sengers and transportation to their des- 
tinations, leaving a balance of $2,043.36. 

“The petitioners are advised that the 
entire aggregate value of the interest of 
the petitioners in said steamship ‘Vestris’ 
and her pending freight and passage 
money does not exceed the sum of 
$80,821.47. Subject to an appraisal of pe- 
titioners’ interest on a reference, pe- 


titioners offer as ad interim stipulation 
for value in the sum of $90,000.” 
Takes Issue With Findings 


In ascribing the cause of the disaster 
to the stormy seas the petition takes di- 
rect issue with the findings of the Brit- 
ish Board of Trade Court, which inves- 
tigated the sinking and reported the pri- 
mary cause as overloading of the vessel. 

The marine insurance interests are 
basing their opposition to the move for 
a limitation of liability on the findings of 
the British court of inquiry which were 
published a few months ago and which 
held that the “Vestris” owners were in 
part responsible for the sinking. Among 
the alleged main contributory causes of 
the disaster, as stated in the British 
court’s findings, are the folowing: 

“(1) Overloading of the vessel beyond 
her loadline; (2) tender condition of the 
ship; (3) insufficient margin of stability 
and reserve of buoyancy; (4) heavy 
weather, high wind and sea, causing the 
vessel to list to starboard; (5) leaks 
from starboard ash ejector, ‘Booby’ 
hatch on shelter deck and the half-doors 
on upper deck; (6) upper deck hatches 
in starboard shelter deck bunker and 
cross-alleyway not being battened down 
soon enough in some cases, and not be- 
ing battened down at all in other cases; 
(7) water finding its way into lower 
bunkers, saturating the coal, causing list 
and probably preventing pumps from 
working efficiently; (8) the scupper be- 
coming, after a certain angle of list was 
reached, a means of incursion of water 
into the upper deck, which, in the ‘Ves- 
tris’ (being a shelter-deck vessel) was 
also the weather deck. 

“These scuppers not being stopped or 
plugged when the vessel listed, gave 
ready access of the sea to the upper 
deck and so reduced the margin of sta- 
bility; (9) wing suctions not fitted in all 
ballast tanks.” 





COAL WARRANTY ABANDONED 


British Underwriters Remove Restric- 
tions on Long Voyages for Ship- 
ments of Coal Cargoes 

It is announced in London that the 
warranty adopted early in October for 
the protection of marine underwriters in 
connection with the coal trade to Aus- 
tralia has been abandoned on the recom- 
mendation of the committee which has 
had the matter in hand. 

The warranty, which was'to the effect 
that the insured vessels should not sail 
with coal as cargo on voyages of more 
than 7,000 nautical miles, was adopted as 
a result of the frequent fires in vessels 
bound to Australia with coal as cargo, 
two total losses and a number of casual- 
ties involving serious damage having 
been incurred. At the time it was rec- 
ommended for adoption in the renewal 
of insurances on ships and fleets it was 





HEADS LLOYD’S COMMITTEE 


Hargreaves, Deputy Chairman for Last 
Year, Succeeds A. R. Mountain; 
Prominent in Marine Field 
At a preliminary meeting held in Lon- 
don Lloyd’s committee for 1930 elected 
Percy Hargreaves, at present deputy- 
chairman, as chairman of Lloyd’s for 
next year to succeed A. R. Mountain, 
and Charles Neville Douglas Dixey was 
elected deputy chairman. Percy Har- 
greaves, the 1930 chairman, is a son of 
the late B. C. Hargreaves, who was a 
member of Lloyd’s, and he is one of four 
brothers all of whom have been promi- 
nent figures in the London marine in- 
surance market. He was elected an un- 
derwriting member of Lloyd’s in 1905, 
was a member of the committee for the 
years 1923-26 inclusive, and was again 
elected to the committee as from the 


beginning of 1928 for a period of four 
years. 

Mr. Hargreaves was chairman for 
three years of Lloyd’s Underwriters’ As- 
sociation, and he has been chairman of 
the Salvage Association since 1926. He 
is a member of the committee of Lloyd’s 
Register. Mr. Dixey was elected an un- 
derwriting member of Lloyd’s in 1917, 
and he has served on the committee since 
1928. He has been one.of the represen- 
tatives of Lloyd’s on the Committee of 
the Salvage Association since 1923. 








stated that the warranty was of a tem- 
porary nature, and that its continuance 
was dependent upon the outcome of fur- 
ther discussions. 

These discussions, in which shipping, 
chartering and coal exporting interests 
took part, have now taken place, and it 
is understood that the step now taken 
is largely the result of the difficulty 
which has been experienced in devising 
a warranty or clause which would oper- 
ate in the protection of the insurance 
market without inflicting hardship on 
ship-owners and charterers in certain 
cases. 

This and the fact that it is represent- 
ed that the carriage of coal to Australia 
is a purely temporary trade, dependent 
to a large extent upon the labor situa- 
tion in Australia, has caused the market 
to return to the status quo ante, al- 
though it is pointed out that it. is still 
open to underwriters to insist upon the 
use of the warranty in the case of ves- 
sels likely to be engaged in the trade. 

Another point made in connection with 
the abandonment of the proposal is that 
underwriters having made a gesture of 
self-defense; shipowners are likely to ex- 
ercise greater precautions in the carriage 
of coal on long voyages, and in this the 
Board of Trade has materially assisted, 
since it is understood that it has made 
recommendations with regard to the 
loading and stowage of coal and to the 
care of coal cargoes during prolonged 
voyages. 





APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 
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Italian Liner Risks 
Seeking a Market 


BIG VALUES HARD TO PLACE 


Facilities of European Markets Held 
Unable to Absorb Full Covers; 
Government May Help 


A correspondent from’ Genoa states 
that among the difficulties attending the 
construction of the two Italian super- 
liners, the “Guglielmo Marconi” of the 
Navigazione Generale Italiana and the 
“Conte Azzurro” are those of their in- 
surance. 

The cost of the liners is estimated by 
experts to be about 300 million paper 
lire each (approximately $16,080,000) and 
in consequence it will not be an easy 
matter to cover the building risk. The 
Consorzio Assicurazione Corpi and other 
important Italian concerns, during the 
negotiations with the two steamship 
companies and the builders, havc put 
forward these difficulties. Other nego- 
tiations are taking place between the 
Consorzio Assicuriazone Corpi and other 
important foreign insurance companies, 
especially English, but the recent fire in 
the N. D. L. liner “Europa” has added 
to the difficulty of placing the risks. 

According to reliable information the 
problem is at present under considera- 
tion by the Italian government and the 
assistance of experts in insurance and 
shipbuilding. The participation of the 
Italian Government in the insurance of 
these two liners is at present considered 
likely. Negotiations and discussions will 
be accelerated, so the definite dimen- 
sions, speed and other details of the 
two Italian super-liners may be officially 
announced shortly. 





LONDON TRAFFIC INCREASING 


Figures Show Five Times as Much 
Movement on Roads as Six Years 
Ago; Vienna Takes Action 

Increasing automobile traffic and at- 
tendant problems are not limited to 
New York, news from London indicates. 
There is five times as much motor traf- 
fic on the highways of Great Britain 
today as there was six years ago. In the 
last twelve months it has increased by 
12%. 

These striking facts are revealed by 
the records of the Automobile Associa- 
tion, based on a census of the traffic 
taken each autumn at 100 or more points 
spread all over the country outside Lon- 
don and the big cities. The average 
number of private cars passing eac 
point this year was 17,000 in a week; in 
1923 the corresponding figure was 3,0 

The association points out that. while 
the traffic flow has increased fivefold in 
six years the actual number of cars has 
increased less than threefold. Cars art 
used more than formerly and this em 
phasizes the urgent need for greater de- 
velopment of the roads. , 

It is practically the same in all Euro 
pean capitals. Another step has been 
taken towards the modernization ° 
Vienna’s traffic. The authoritics ar 
drawing up a new traffic order, which 
contains a prohibition of all horscdrawt 
vehicles in the Inner City, necessitate 
by the increasing number of motor 
cars, which block the narrow streets ° 
the Old City. 





CALEDONIAN CANADIAN MGR. 


Douglas Cownie, who has been branch 
manager of the Caledonian at Winer 
is going to Montreal on January | to ‘ 
joint manager of the Canadian bran¢ 
until John G. Borthwick retires on May 
15 when Mr. Cownie will succecd him 
Norman C. Woodcock, who has beet 
chief clerk at the Winnipeg branch = 
three years, will succeed Mr. Cownie 4 
branch manager there. 
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British Compulsory Auto 
Scheme About Ready 


COVERS THIRD PARTY RISKS 





Sentiment Is to Give Special Treatment 
to Careful Drivers; Plan Attracting 
Lots of Attention 





Only a few details now remain to be 
settled in the British compulsory auto- 
mobile instirance plan for protection of 
motorists against third party risks. Brit- 
ish insurance companies have agreed 
with Herbert Morrison, Minister of 
Transport, on the main provisions of 


this plan and the drafting of legislation 
will proceed immediately. A British 
writer says in regard to the project: 

“No question exists at present of the 
ability of a great number of motorists to 
meet their liabilities, apart from insur- 
ance. The funds and means of many 
of these provide ample guarantees. Yet 
many users will probably continue to 
prefer to effect insurance policies. 

“Any government scheme would need 
to be elastic in order to provide for the 
individual preferences of companies, or 
individuals, for one or another form of 
financial security. Doubtless in a large 
proportion of the cases insurance poli- 
cies covering third-party risks would be 
chosen, and it would be important to 
provide that, as at present, there should 
be discrimination in underwriting so that 
the careful motorist should be accord- 
ed the special treatment to which he is 
entitled. Such a policy encourages a 
teduction in the number of accidents 
which, every one agrees, is urgently 
needed. 

“It is especially important that the de- 
tails of the scheme should not present 
a departure in any way, from the prin- 
ciples of sound underwriting, since the 
big British companies transact automo- 

ile insurance on a large scale in most 

Parts of the world and doubtless notice 
will be taken in future, as in the past 
in other countries, of methods approved 
in Great Britain. The acceptance of 
motor risks forms one section of insur- 
ance which, in the aggregate, represents 
one of the great export industries of 
the country.” 


Will Have Effect on Bad Drivers 


The reaction of another British writ- 
er on the staff of the “Daily Tele- 
graph” is: “While I have found those 
who have taken part in the negotiations 
reticent as to what has been decided, 

have gathered the impression that so 
ar as the uninsurable motorist is con- 
cerned the situation will remain unal- 
tered under the new law and that the 

Tiver with an insurance record so bad 
that no company or underwriter will ac- 
cept his risk will be unable to obtain 
surance under any provision of the 
Proposed act. 

. This should have a beneficial effect 
Since if a notoriously bad driver is un- 
able to obtain third-party insurance, he 
1s unlikely to risk a severe penalty by 

Tlving uninsured—a penalty that pre- 
> ee would be greatly increased if 

e offense were. discovered as the re- 


Fail To Pass On Va. 
Compensation Changes 


COMMISSION GIVES NO OPINION 





Approves Existing Rates but Ignores 
Rate Improvements Requested by 
State Rating Bureau 





In approving existing compensation 
rates in Virginia last week the state 
corporation commission failed to grant 
any of the proposals requested by the 
workmen’s compensation inspection rat- 
ing bureau of the state through E. E. 
Cadmus, manager. Chief among these 
were: (1) expense constant; (2) pro- 


posed change in rate level of 3.7% over 
the existing level; (3) proposed amend- 
ment to the experience rating plan— 
1928; (4) certain proposed special mini- 
mum premiums; and (5) amendment to 
the executive officer rule of the manual. 
A number of proposed classification 
changes were also denied. 

The expense constant providing for 
arbitrary loading when premiums fall 
below a certain low level was opposed 
by the mutuals but advocated by non- 
participating carriers. It has been al- 
ready allowed in North Carolina and a 
number of other states. Some of the 
other proposals have also been allowed 
by other states. 

It is noted that no opinion was given 
by the commission outlining its views; 
merely a formal order of approval was 
entered without making any reference 
to the proposals submitted at hearings 
on the question of whether existing rates 
were producing a fair and reasonable 
profit. The order, entered just before 
L. S. Epes, commissioner, left the com- 
mission to become an associate justice 
of the appeal court, was prepared by 
Commissioner W. M. Fletcher with the 
joint approval of Mr. Epes. 

Whether or not there will be an ap- 
peal from the action of the commission 
in failing to grant any of the proposals 
is yet to be determined. 


MAY WRITE AUTOS IN MASS. 

Deputy Insurance Commissioner Ar- 
thur E. Linnell of the Massachusetts De- 
partment last week notified Charles 
Hoeffling, resident vice-president, Con- 
solidated Indemnity in Boston, that the 
department had authorized the company 
to increase its coverage in the state to 
include general liability, compulsory 
automobile insurance, property damage 
insurance, etc. Up-to-date the company 
has only been permitted to write fidelity, 
surety, plate glass and forgery, not_hav- 
ing entered the automobile field, al- 
though it writes this class of coverage in 
thirty-three other states. 











sult of an accident involving injury to 
or the death of a third party. 

“There still remains the problem of 
circumstances in which under existing 
conditions the insurer could justifiably 
reject a claim, as, for instance, when an 
insurance has been obtained by willfully 
giving false information in the proposal 
form, which, in motor-car insurance, is 
the basis of a contract.” 
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FIRE AND LIFE 


,ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 
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B. E. Joline Joining 

the General Surety 
AS ITS ASSISTANT SECRETARY 
Will Handle N. Y. City Fidelity and 


Surety Production; Formerly With 
liance Casualty 











B. E. Joline, now connected with the 
New York office of the Afliance Cas- 
ualty, is joining the General Surety next 
Monday as assistant secretary in charge 
of its metropolitan fidelity and surety 
business. Mr. Joline will work in close 
co-operation with Edmund J. Donegan, 
executive vice-president of the company. 

Mr. Joline, a Yale University grad- 
uate, has made considerable progress 
since he started with the National Surety 
in 1924 as a contract bond underwriter 
under Vice-President A. M. Clark. The 
National transferred him in 1927 to its 
city contract department handling pro- 
duction and underwriting. Shortly there- 
after he was made assistant secretary 
of the company. 

When the Alliance Casualty was 
formed as the running mate of the In- 
demnity Insurance Co. of North Amer- 
ica, Mr. Joline joined its New York 
staff to handle contract and _ fidelity 
bonds and to build up contracts with 
brokers. He is widely and favorably 
known to the brokerage fraternity. 

As assistant secretary of the General 
Surety, Mr. Joline will be responsible 
for the New York city production of 
the company and will concentrate his at- 
tention on contract, judicial and comple- 
tion bond coverages. 





Injured Oklahoma Employe Can 
Get Benefits But Unable to 


Maintain Damage Suit 
An employe of a county in Oklahoma 
who is injured while engaged in haz- 
ardous employment as defined in the 
state workmen’s compensation act is en- 
titled to the benefit of the act even 
though the county has not secured com- 
pensation in any of the four methods 
provided by the law, but he is not en- 
titled to maintain an action for damages 
against the county as provided in section 
7286, Compiled Oklahoma Statutes, 1921, 
according to an opinion of Assistant At- 
torney General Fred Hansen, addressed 
Nov. 14 to Ben Smith, ‘county attorney, 
of Watonga. 


NEAL BASSETT HONORED 





Commercial Casualty Accident and 
Health Producers Making Big Drive 
This Month as Tribute to Him 

November is being observed by the 
accident and health department of the 
Commercial Casualty as Neal Bassett 
month during which producers all over 
the country are making an extra effort 
to roll up a big accident and health pro- 
duction in honor of the president of the 
Firemen’s of Newark group of compa- 
nies. The Commercial Casualty is the 
latest acquisition to the Firemen’s group. 

Neal Bassett month is featured in the 
current “The Commercial Fieldman,” ac- 
cident and health house organ of the 
company, including a. special message 
from W. Van Winkle, vice-president and 
general manager and a character sketch 
of the Firemen’s of Newark chief execu- 
tive. Footnotes and small boxed re- 


minders are conspicuous throughout the 
issue. 





TO EDIT KEMPER PUBLICATIONS 


On November 25 Harold J. Graham, 
for the past three years assistant to Rob- 
ert S. Walstrom, advertising manager of 
the Continental Casualty, became affili- 
ated with the publicity and advertising 
department of the Kemper group of in- 
surance companies, also of Chicago. He 
will assist in shaping the sales and ad- 
vertising policies of those companies and, 
having been editor of the Continental 
“News,” associate editor of the Conti- 
nental “Agents’ Record” and National 
“Agents’ Record,” will also act as editor 
of the various publications issued by the 
Kemper companies. 





BONDS VA. COMMISSIONER 

In qualifying as new Virginia com- 
missioner of insurance and banking, T. 
McCall Frazier gave bond in the sum 
of $10,000 with the United States F. & 
G., as surety. The bond was written 
personally by E. Leslie Spence, Jr., vet- 
eran general agent at Richmond for that 
company, who has long enjoyed a wide 
acquaintance among state officials. 





TO INCREASE CAPITAL 
The American Automobile fndemnity 
of Indianapolis has filed papers with the 
secretary of state increasing its author- 
ized capital stock 10,000 shares of Class 
A non-voting stock. 
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T. U. Lyman Calls Claim 
Training Indispensable 


GIVES STUDENTS LEGAL SLANTS 





Aetna Life & Affiliated Cos. Manager 
Traces Procedure in Following Com- 
pensation Claim Through 





The legal background of workmen’s 
compensation insurance including expert 
information on the procedure of follow- 
ing a claim through to a final adjust- 
ment was gone into thoroughly a few 
days ago by T. U. Lyman, manager, 
compensation, liability and automobile 
departments in the New York office of 
the Aetna Life & Affiliated Companies, 
who has held this important post for 
some years. Speaking before the Insur- 
ance Society students taking the com- 
pensation course this season, Mr. Lyman 
urged his listeners to acquire a knowl- 
edge of the claim end of a causalty com- 
pany’s operations if they contemplated 
advancement in the insurance profession. 
He declared: 


Claim Department Can Make or Break 
Company 

“No branch of the business gives you 
a better insight into company affairs 
and knowledge of outside relations be- 
tween companies and their clients.” Mr. 
Lyman took exception to the frequently 
expressed opinion that the claim depart- 
ment of a company is a sort of neces- 
sary evil in the business. He said that 
there could be no more fallacious opin- 
ion spread than this inasmuch as the 
claim department can break or make a 
company—break it in short order by mis- 
handling funds, by man-handling claim- 
ants and policyholders, by being bump- 
tious or by assuming a belligerent atti- 
tude against administrative bodies. 

He pointed out that the claim depart- 
ment can make a company by adhering 
to high principles of claim administra- 
tion, by prompt and considerate action 
on claims, by helping to cement rela- 
tionship between the employer, the em- 
ploye and the industrial world as well, 
and thereby bespeak a contented em- 
ploye, a satisfied employer, and also ma- 
terially help to increase the respect of 
the community as a whole for insurance 
in general and for his company in par- 
ticular. 


Following A Claim Through 


Mr. Lyman proceeded to explain the 
various forms used by the New York 
state industrial commission in the han- 
dling of a claim, saying that while these 
forms are prescribed by the board it 1s 
necessary for the carriers to provide 
themselves and their assured with the 
forms. The ones principally used in the 
process of bringing a claim to its final- 
ity are: 

C. 2—Employer’s first report of injury. 

C. 11—Employer’s supplemental report of in- 
jury (advising whether returned 
not). 

C. 33—Employe’s supplemental report—advis- 
ing whether returned to work or not. 


to work or 


C. 3—Employe’s claim for compensation (must 
be filed with commission within one year after 
accident; commission can excuse delay only up 
to two years). 

C. 6—Commission form, advising of the be- 
ginning of payment to the claimant before a 
commission award. 

C. 6-8—Commission form, advising of the be- 
ginning and the stopping of payments in one 
operation. 

C. 8—Commission form, advising of the stop- 
ping of payments for any reason. 

C. 7—Commission form, advising of the car- 
rier’s request to controvert a compensation claim. 

C. 4—Doctor’s report. 

The speaker devoted some time to an 
explanation of the employer's part in re- 
porting a claim; how he sends it to the 


insurance carrier who in turn forwards 
it to the industrial board. This procedure 
is followed in order that the report may 
be reviewed before it is sent to the com- 








tunity for advancement. 
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mission; the purpose being to safeguard 
against some evident mistake or inad- 
vertent admission which might operate 
to the prejudice of the employer or the 
employe if such doubtful statement be 
set out as a fact in connection with any 
claim debatable feature concerning the 
accident. 


Extent of Injuries and Wages 

Discussing the extent of injuries and 
wages, Mr. Lyman said that an investi- 
gation must develop the extent of such 
injuries and how much the injured re- 
ceived in wages at the time of the acci- 
dent. He continued: 

“If the injury occurs on contracting 
operations, there is always a possibility 
that the cause of accident may be repre- 
sented by an act of some person other 
than an employe of the employer insured. 
In such case the employer is liable di- 
rectly for compensation but he has a 
subrogation right against the person who 
caused the accident, and great care must 
be exercised at the time of initial in- 
vestigation to produce facts substantiat- 
ing the subrogation rights, if ‘any, be- 
cause the subrogation rights are very 
important to the insurance carrier. The 
same situation may develop in connec- 
tion with an accident which occurs on 
the street, it being entirely possible that 
the injury may be caused by some agen- 
cy other than that of the employer, and 
we repeat that in all such instances the 
right of subrogation prevails. 

“(a) If the injuries result fatally, the 
number, age and conditions of all depen- 
dents must be ascertained, because the 
nature and conditions of dependency de- 
termine the amount which is payable to 
each dependent, and the periods during 
which such payments must be continued. 

“(b) The case is diaried for future re- 


view, proper come-up procedure having 
been established to insure such atten- 
tion. 


“(c) The examiner establishes reserves, 
both claim and medical, and then sends 
an analysis claim card to the statistical 
department, which card—all inclusive— 
becomes a permanent record of the case. 


Computing Reserves 

“Reserves for permanent total injury 
cases are actuarily computed by the sta- 
tistical department by formula and need 
very little, if any, change. The same 
applies to fatal cases, except that they 
must be periodically re-investigated for 
the purpose of determining the instant 
status of dependents, as, for instance, 
change of age or marital happenings. 

“Reserves for specific injury cases may 
be quite accurately computed at the out- 
set in accordance with tables set out in 
the law. 

“Difficulty arises in setting up proper 
reserves for permanent and temporary 
partial injuries, for disfigurement and for 
percentage loss of use. None of these 
elements are certain actuarialy. There- 
fore, the claim examiner must diary all 
such cases for review of estimate at 
stated future times, and arrange so that 
proper follow-up reports are made and 
their results rightly digested and dis- 
seminated. 

“If a reserve be changed, if a claim 
is reopened, or if it is closed, the sta- 
tistical department must be immediately 
advised, such advices being accompanied 
by proper reserve notation. 


Beginning of Payments 
“(d) The next step for the claim ex- 


aminer is to advise the commissioner 
of the beginning of compensation pay- 
ments; a voluntary act on the part of 
the carrier but subject to confirmation 
by the industrial board both as to rate 
and period. Also, if there is any reason 
for controverting the claim, the examiner 


- must so advise the commission, clearly 


setting forth in the notice the reasons 
for such contestation. 

“(e) He authorizes the beginning of 
compensation payments. His records are 
so maintained that he can tell at a glance 
whether payments are being correctly 
made both as to amounts and as to 
time. This is important, the law requires 
payments to be made at stated inter- 
vals, which are definitely specified in 
notices of awards. 

“(f) He receives reports of the investi- 
gators, looks them over for their ade- 
auacy and completeness, and also for 
the necessity of supplemental investiga- 
tion, which, if necessary, he orders and 
diaries for still further review and sub- 
sequent direction. 

“(g) The examiner attends to all cor- 
respondence which must be courteouslv 
and promptly handled. This is no small 
job. A reputation for promptly attend- 
ing to correspondence is an appreciable 
company asset. 

“(h) He authorizes payment of medi- 
cal bills where same are regular and 
proper and refers to the medical de- 
partment for advice and adjustment help 
such bills as in his judgment are for any 
reason questionable. The decision in re- 
gard to payment of such bills requires 
very mature consideration. It is perhaps 
one of the most difficult features of the 
whole compensation claim adjustment 
routine. It may be necessary to resort 
to a hearing before the board before 
the reasonableness of medical bills may 
be determined, and if such hearing is 
had a representative of the medical de- 
partment of the company is present as 
a participating party. After the amount 
of payment has been decided the au- 
thorization for the draft is made by the 
examiner and goes to the registration 
desk for payment. 

“(i) The next step is to revise reserves. 
This must be done periodically. thor- 
oughly and understandingly. One’s own 
exhaustive experience is the only teacher. 

“(j) The examiner has another impor- 
tant function to perform. If the com- 
pany feels aggrieved at any decision 
handed down by a referee or a commis- 
sioner he must carefully review the com- 
plete file, and then set forth clearly and 
succinctly his reasons for suggesting ap- 
peal, referring the case with his recom- 
mendations to his superiors for decision. 
The propriety of appeal is most care- 
fully considered. 

“One of the powerful arguments en- 
listed in favor of the passage of com- 
pensation laws was their probable dimin- 
ishing effect on litigation between em- 
ploye and employer. It is not the prac- 
tice of carriers to appeal on trivial mat- 
ters. They do not advocate litigation 
for purposes of delay, yet since claim 
payments affect rates, and rates so ma- 
terially affect industry as a whole, the 
carriers have a distinct duty thrust upon 
them to see that such navments as are 
eventually made in doubtful cases have 
the sanction of court decision. 


“(k) Lastly, he closes the claim, so 
advising the statistical department.” 








NEW PROTECTIVE COMMITTEE 





To Safeguard Interests of Policyholders 
of Bristol Mutual Liability, New 
Bedford, Mass., Now in Re- 


ceivership 


A protective committee to safeguard 
the interests of the policyholders of the 
Bristol Mutual Liability of New Bedford, 
Mass., which went into receivership on 
November 5, has been organized to pre- 
vent any assessment on the policyholders 
and also to protect them against claims 
and suits now pending. This company 
had about nine thousand policyholde TS, 
who were recently advised by the recgis- 
trar of motor vehicles that they must 
procure new insurance to cover them 
under the compulsory automobile insur- 
ance law. 

The notice that has gone out to the 
policyholders has asked for a _ contri- 
bution of $3 from each to help defray the 
expenses of the committee. A power of 
attorney has also been sent them which 
would appoint the Bristol Mutual Pro- 
tective Committee attorneys for the pol- 
icvholders. 

The committee is composed of Paul 
FE. Thurlow, Ambrose Murphy, Robert J. 
Curran and Matthew T. Davis. The at- 
torneys for the committee are: John P. 
Feeney, James H. Vahey and William 
Baxter. 





NORMAN GRIMSHAW’S NEW POST 
Joins Hartford Branch of Metropolitan 
Casualty as Bonding Sup’t.; Former- 
ly With Aetna C. & S. 
Norman Grimshaw, well known in 
bonding circles throughout the New 
England territory, has joined the Met- 
ropolitan Casualty’s Hartford office as 
manager of its fidelity and surety de- 
partment. For the past two vears he 
has been superintendent of the bond de- 
partment at the Aetna Casualty & Sure- 

ty Bridgeport office. 

A graduate of Loomis Institute of 
Windsor. Conn.. and Trinity College, 
Hartford, Mr. Grimshaw began his in- 
surance experience with the Aetna C. & 
S. in 1917. He served first in its casu- 
alty claim department as an adjuster in 
the Hartford and Springfield branch of- 
fices. In 1924 he attended the Aetna 
bond school and then worked as a hond 
special agent in the Hartford and Bos- 
ton territory. He has been continuously 
with the Aetna organization up to this 
time. 





F. & D. PROMOTIONS 


P. A. Walter, who has been special 
agent for the American Bonding at 
Pittsburgh, has been promoted to be as- 
sistant manager of the Pittsburgh office 
of the Fidelity & Deposit succeeding L. 
D. Merrell, now manager of the New 
Orleans branch. 

Another F. & D. change is the pro- 
motion of Allen M. Race to the man- 
agership of the contract department. in 
the Brooklyn office succeeding C. J. Col- 
lins resigned. Mr. Race was formerly 
with the Constitution Indemnity and 
prior to that in the F. & D. home office. 





COMPENSATION INQUIRY SET 

Chief City Magistrate William Mc- 
Adoo of New York City is to begin an 
inauirv on December 2 into reports re- 
ceived by State’s Attorney General Ham- 
ilton Ward that many employers in this 
city are not complying with the work- 
men’s. compensation law by prov’ iding 
insurance for workers. 

The magistrate issued ten summonses 
for persons who are to be interrovated 
at the request of the attorney gener. 





DECLARES QUARTERLY DIVIDEND 

The directors of the National- Surety 
last week declared the regular quar’ verly 
dividend of $1.25 a share on the $5 pat 
value capital stock of the company, pay- 
able January 2, 1930, to. stockholders of 
record as of December 17, 1929. This is 
the ninety-third consecutive dividend to 
be paid by the company. 
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» ‘ 2 9 H 
prescribe for a hospital ‘ 
HERE are only one or two hospitals in the average town—but each | 
one is a community in itself, with its own stores, restaurants, trans- 
portation system and banking center. For the proper protection of a 
hospital’s assets, its obfiesties and responsibilities to its own staff, to its 
floating population and to the visiting public, over thirty forms of protection / 
are required. Incidentally all of them may be written in the AZtna Life / 
and afhliated companies ! . / 
If wish to be thoroughly posted on this branch of 
scudaiahien with its ied ossbilities for helpful con- = CLIP 
tacts, we will be very glad to send you a copy of Aitna-izer Ps and enclose 
Supplement No. 138 which is devoted to this subject. / with your 
ff letterhead 
ETNA CASUALTY & SURETY COMPANY / Kitna Casualty & 


/ETNA LIFE INSURANCE COMPANY 

STANDARD FIRE INSURANCE COMPANY 

AUTOMOBILE INSURANCE COMPANY 
of Hartford, Connecticut 


/ 
ue 






/ Surety Company 
Hartford, Connecticut 


Please send me a copy of 
the Etna-izer Supplement 
No. 138, “Insurance Require- 


ments of Hospitals.” 
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W. T. Woods Passes 
Away at 78 Years Old 


PRESIDENT LLOYDS CASUALTY 


Had Been Connected With Company for 
More Than Fifty Years; Pioneer 
In Plate Glass Field 


The veteran William T. Woods, widely 
known and beloved president of the 
Lloyds Casualty, passed away peacefully 
in his seventy-eighth year last Saturday 
night after enjoying a quiet afternoon 
and evening with friends. Mr. Woods 
had been ill for some time and was slow- 
ly regaining his strength when his death 
occurred from heart collapse. 

The Lloyds Casualty leader had been 
with the organization for more than fifty 
years, dating back to the early days 
when it was known as the Underwriters 
of Lloyds and later as Lloyds Plate 
Glass which Mr. Woods developed into 
one of the largest plate glass carriers 
in the business. 

36 Years a Casualty President 

He was seventeen years old when he 
started his career in an insurance brok- 
er’s office; then he connected with the 
Underwriters at Lloyds where his father 
was located. When this association was 
incorporated as the Lloyds Plate Glass 
Insurance Co. in 1882 Mr. Woods was 
elected its secretary and eleven years la- 
ter he assumed the presidency of the 
company. Up to the time of his death 
he had been its executive head for thir- 
ty-six years, probably the longest record 
of any casualty company chief execu- 
tive. 

Mr. Woods held a high place in the 
confidence and esteem of his associates 
in the casualty business and his passing 
is greatly mourned. The insurance fra- 
ternity recognized him as a leader in 
every sense of the word and one who 
had the kindliest interest in his fellow- 
men. His funeral was held in St. Ste- 
phen’s Church, New York city, Wednes- 
day afternoon and was attended by his 
close business associates of many years’ 
standing. 

The Plate Glass Insurance Exchange 
at its meeting on Tuesday adopted an 
appropriate memorial resolution and its 
members attended the funeral in a body. 

Mr. Woods’ successor as president of 
the Lloyds Casualty has not as yet been 
decided. 





J. A. MANNING BACK IN N. Y. 


Did Good Work in Establishing Con- 
solidated Indemnity in Chicago; C. M. 
Randall Succeeds Him There 


John A. Manning, development depart- 
ment head of the Consolidated Indem- 
aity & Insurance Co., who was sent to 
Chicago in August to establish a mid- 
western office in that city, is now back 
at the home office in New York after 
doing a good job in planting the Consoli- 
dated in the middle west. 

Charles M. Randall, formerly vice- 
president and a director of Joyce & Co. 
in Chicago, succeeds Mr. Manning and 
is already installed as resident vice-presi- 
dent and general manager of the Con- 
solidated Indemnity for four mid-west- 
ern states. Mr. Randall joins the or- 
ganization with more than a dozen years’ 
experience and a reputation as an all- 
around executive. 





OPENS LOUISVILLE OFFICE 


The Consolidated Indemnity & Insur- 
ance Co. has opened a district office in 
Louisville to handle Kentucky and south- 
ern Indiana. It is in charge of S. A. 
Morgan, formerly with Stone, Stafford 
& Stone of Indianapolis. 





APPOINTED GENERAL AGENT 

The Southern Surety has named G. B. 
Wood, Jr., of Poughkeepsie, as its gen- 
eral agent for all lines. 


To Select Col. Fleming’s 
Succesor Next Week 


FOR CENTRAL SURETY POST 


Late Kansas City Leader Was Prominent 
As Both Insurance and Financial 


Man 


No action has as yet been taken by the 
board of directors of the Central Surety 
& Insurance Co. to elect a successor to 
Col. Fred W. Fleming, late organizer and 
president of the company who passed 
away a short time ago at the Presbyte- 
rian Hospital, Chicago, where he had un- 


COL. FRED W. FLEMING 


dergone a major operation. The board 
of directors will meet next week at which 
time it is expected that the new head 
of the organization will be passed upon. 

Col. Fleming was also a director of 
the Indemnity Co. of America and chair- 
man of its executive committee. He was 
the head of a syndicate of Kansas City 
business men which recently purchased 
and reorganized this company. It is not 
expected that his death will make any 
material difference in its reorganization. 

Although Col. Fleming had _ been 
prominently associated with insurance for 
thirty years he was also regarded highly 
as a financial man. He was a director 
in the Federal Reserve Board; acted as 
receiver for and reorganized the Kan- 
sas City Railway Co.; reorganized the 
Kansas City Life in 1904 and was its 
vice-president for a few years. 

The Central Surety was organized in 
1926 by Col. Fleming and Dennis Hud- 
son, now vice-president and general man- 
ager of the company and the most like- 
ly man to succeed him as_ president. 
Since that time the company has grown 
substantially, until now its capital stands 
at $1,000,000 and its surplus more than 
$1,000,000. 

Col. Fleming is survived by three 
daughters, a brother, Robert Fleming, of 
Portland, Ore., and two sons-in-law. Pall- 
bearers at his funeral included his asso- 
ciates in the insurance business. 





LOFGREN MADE VICE-PRESIDENT 


H. J. Lofgren, who recently returned 
to the National Surety as assistant to 
the chairman, was elected a vice-presi- 
dent of the company at its recent board 
meeting. 





GOOD 10-MONTH SHOWING 
The net earnings of the American 
Credit Indemnity for the first ten 
months of this year were $276,500 or 
eee than $6.66 a share on its common 
stock, 


F. & C. and Employers’ Liability 
Clash On Steam Turbine Case 


When a big steam turbine at the High 
Falls, Minn., plant of the Northern 
States Power Co., insured under a steam 
turbine policy of the Fidelity & Casualty 
for $750,000, recently blew up and was 
entirely destroyed for any further useful 
purpose, claim was made by the power 
company under its policy for almost 
$600,000, which the Fidelity & Casualty 
adjusted for $275,000. 

Reinsurers on this line with the F. & 
C. were the Aetna Casualty & Surety, 
European General, Ocean Accident (for 
damage over $800,000), and the Employ- 
ers’ Liability. The two former compa- 
nies reimbursed the Fidelity & Casualty 
to the extent of its reinsurance, not only 
as respects damages but as respects the 
expenses which were considerable in ad- 
justing the claim. The Employers’ Lia- 
bility, however, declined to do so, saying 
that a more favorable adjustment than 
$275,000 should have been made. 


Case Goes to Court 


Accordingly the Fidelity & Casualty 
sued the Employers’ Liability in the New 
York Supreme Court to recover the lat- 
ter’s share of the reinsurance which 
amounted to $97,849. 

The Employers’ Liability answered and 
set up the affirmative defense that it had 
not had the right and opportunity under 
its reinsurance policy provision to asso- 
ciate with the Fidelity & Casualty in the 
control of the claim. The F. & C. moved 
to strike this out as not constituting a 
defense, irrelevant and redundant, declar- 
ing that the Employers’ had been given 
that right. After several adjournments 
of this motion the Employers’ served an 
amended answer, changing its character 
of affirmative defense, its other admis- 
sions and denials and setting one up as 
a complete defense and the same allega- 
tions as a partial defense. 

The assertion was then made by the 








KANSAS CITY CO. REORGANIZES 


P. O. Draper Elected Head of Indem- 
nity Co. of America, of Which Late 
Col. Fleming Was Chairman 
Under a complete reorganization pro- 
gram which includes a refinancing of its 
stock set-up, the Indemnity Co. of Am- 
erica, located in Kansas City, has elect- 
ed P. O. Draper as its president, C. R. 
Luger vice-president, K. G. Pringle sec- 
ond vice-president and Sam Parks sec- 
retary and in charge of underwriting. 
This company is owned by a group 
of Kansas City business men. Col. Fred 
W. Fleming, late president, Central 
Surety, was the guiding spirit. There 
will be no change in its general agency 
and branch office system under the new 

program. 

President Draper is connected with 
the National Surety as a general agent 
in Kansas City territory, which post he 
will retain. Vice-President Luger has 
a similar post with the G. B. Peck Dry 
Goods ‘Co. of that city; K. G. Pringle 


has been with the company for eight- 


years and continues in charge of claims; 
Secretary Parks, connected with the 
company for seven years, retains charge 
of underwriting. Col. Fleming was 
chairman of the executive committee. 





BOSTON A. & H. MEN TO MEET 

The annual dinner meeting of the Ac- 
cident Underwriters’ Association of Bos- 
ton, which comprises about fiftv mem- 
bers engaged in the accident and health 
business in that city, will be held at the 
Hotel Sheraton, Boston, on December 
10 at 6:30 p. m. An attractive program 
of speakers has been arranged. 

William J. Morrisey of the Columbian 
National Life, is president of the organi- 
zation; Robert L. Brown of the same 
company is secretary, James D. Clare of 
the Travelers is the vice-president and 
Benjamin A. Miller of the United States 
Casualty is the treasurer. 


F. & C. that the Employers’ had been 
given the opportunity to make the set- 
tlement of the claim if it so desired but 
declined to do so. The F. & C. moved 
against the second answer of the Em- 
ployers’ to strike out various allegations 
as insufficient in law, irrelevant and re- 
dundant. 

This motion was argued recently be- 
fore Justice Peters of the Supreme Court 
of New York County who, in his decision 
handed down last week, directed the 
Employers’ Liability to serve its second 
amended answer which will be the third 
answer in order to set up a defense to 
the cause of action alleged by the F. &C. 

The Fidelity & Casualty says that 
there is no charge or suggestion of fraud 
in any contention upon the part of the 
Employers’ Liability. Its sole plea seems 
to have been that a too liberal settlement 
was made, even though the two reinsur- 
ers promptly paid their reinsurance and 
the Aetna C. & S. reinsured in the same 
amount as did the Employers’ Liability. 





PASS ASSOCIATESHIP EXAM. 


Casualty Actuarial Society Will Enroll 
More Than a Dozen Successful 
Candidates; Many Canadians 
The Casualty Actuarial Society at its 
annual meeting last week announced that 
more than a dozen candidates for asso- 
ciateship had been successful in complet- 


ing the examination and will be enrolled 
as associates of the Society after fur- 
nishing the required evidence that they 
have had at least one year’s experience 
in either casualty company actuarial, ac- 
counting or statistical work, or in the 
teaching of casualty insurance science at 
a recognized university. The candidates 
follow: 

Bruce Batho, Franklin Life, Spring- 
field, Ill.; Thomas O. Carlson, National 
Bureau of Casualty & Surety Underwrit- 
ers; William Chodorcoff, Winnipeg, 
Manitoba, Canada; Israel Feldman, Met- 
ropolitan Life, Ottawa, Canada; W. Dar- 
rell Laird, Winnipeg, Manitoba, Canada; 
L. J. Lehane, Hardware Mutual Casualty, 
Stevens Point, Wis.; Alfred F. Muth, 
London Life, London, Canada; Conrad 
Orloff, assistant actuary, Pyramid Life, 
Kansas City, Mo.; Rose Prasow, Confed- 
eration Life Association, Toronto, Can- 
ada; S. I. Shpeller, Winnipeg, Manitoba, 
Canada; David Silverman, Woodward, 
Fondiller & Ryan, New York; J. J. 
Smick, National Council on Compensa- 
tion Insurance; Herbert E. Wittick, 
Standard Accident; Joseph A. Yates, 
Travelers. 





60% Dividend to Claimants of 
Defunct Standard Auto Mutual 


Superintendent of Insurance Conway 
has recommended the immediate pay- 
ment of a first dividend of 60% to al 
claimants of the Standard Automobile 
Mutual Casualty which company was 
placed in the hands of the New York 
insurance department in 1923 for liqu'- 
dation. 





Cc. H. ELDREDGE HONORED 

Charles H. Eldredge, senior member 
of the firm of Eldredge, Carolan, Gra 
ham & Cleary, general agents of the 
U. S. Casualty for years, has been elect: 
ed resident vice-president of the com 
pany as a mark of appreciation for hs 
prolonged service with the organization. 
Mr. Eldredge was the first agent ap 
pointed by the U. S. Casualty when " 
started in business thirty-four years 28° 





SCRANTON APPOINTMENT 
The Equitable Casualty & Surety has 
appointed James & Little of Scrantom 
Pa., as its general agents for casualty 
and surety lines. 
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gy IMPORTANT SOURCES of BONDING BUSINESS 


are easily seen-in- the-caxtéan ldlew::.. 3 
















FISHERMAN’S LUCK 


THE FISHERMAN CATCHING THE LARGEST 
a FISH THIS YEAR RECEIVES A CASH 
IZE OF 


PS. in commissions Palio ANO CONTACTS MADE 


and the signature of this ad- 
vertisement shows you where to 
place your bonding business after | ~ “Why! 67 
you get it. The Employers’ Group 
has a place in its list of agents, 
reserved for the wide-awake bond- 


ing specialist . . . If you do not 


already represent one of The Em- \ THERE, ARE PLENTy 
ployers’ Group companies get in \ 


touch with the General Agent or ; @ “Aeaingt 
EMPLoy; 

Branch Manager in your territory 

or write the Agent’s Department, 


110 Milk Street, Boston, Mass. 


THE EMPLOYERS’ GROUP 


Practically every kind of Insurance except Life Insurance, including Fidelity and Surety Bonds 


110 MILK STREET BOSTON, MASS. 


AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ 
FIRE INSURANCE COMPANY 





THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LTD. 


The World’s Pioneer in Liability Insurance 
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Insurance As A Stabilizing 
Influence After Market Crash 





By RALPH W. SMILEY, 
Director of Publicity, Globe Indemnity Company 


Much moralizing has been inspired by 
the recent collapse of the stock market— 
some of it helpful, much of it tedious. 
Unquestionably speculators, investors 
and-a vast number of interested by- 
standers have, by reason of the spectacu- 
lar “tragedy of unfulfillment” been made 
to distinguish more carefully and critic- 
ally between prospects and earnings, be- 
tween prices and values, between expec- 
tations and actualities. 

We read just now of “stabilizing influ- 
ences” upon which dependance may be 
placed to hasten the process of readjust- 
ment. Deserving of particular promi- 
nence on a list of such influences is the 
institution of insurance in its multiplicity 
of forms. Do those whose privilege and 
opportunity it is to act as distributing 
agencies for insurance realize the full ex- 
tent to which its beneficent influence can 
be exerted in the stabilizing process? 

Public Sentiment More Receptive 

Public sentiment at present is obvious- 
ly more receptive than formerly to the 
idea of protecting values which have 
already been created. One major serv- 
ive rendered by insurance is the effective 
doing of that very thing. More careful 
scrutiny marks the study of various haz- 
ards which threaten the safety of invest- 
ed capital. Here again insurance appears 
as the only sure way of guarding against 
many. forms of disabling or ruinous fi- 
nancial loss which might otherwise frus- 
trate business plans of many sorts at a 
time-when their realization seémed rea- 
sonably certain. 

At=the moment, too, there is a par- 
ticular keen realization of the invaluable 
stabilizing service to be rendered by the 
extension of credit and the encourage- 


ment offered to business and industrial 
development by conditions of “easy 
money.” Is there anything like the same 
realization, either by insurance agents or 
by their clients, of the fact that insur- 
ance furnishes the very foundation for 
credit, without which foundation credit 
could not exist? 

During the last decade public senti- 
ment toward insurance companies and 
toward their representatives has become 
noticeably more friendly. The reason 
may be found in a more general under- 
standing of the constructive aims of the 
companies due to the more effective ex- 
position of those aims by a more capable 
type of company representative. The 
result—or at least one of many desirable 
results—has been to attract to the pro- 
fession of insurance a much higher type 
of agent and, through competition, to 
thin the ranks of those agents who have 
neither the desire nor the ability to ren- 
der real service for the commissions they 
receive. 

The Agent’s Opportunity 

There still remains, among the insur- 
ing public, a certain degree of antagon- 
ism, skepticism and indifference toward 
insurance activities. Responsibility for 
converting such an attitude to a friendly, 
understanding and co-operative one rests 
primarily with the agent. The really 
capable agent is keen enough to see that 
the other side of that responsibility is 
marked “Opportunity.” He is likewise 
keen enough to perceive that an econom- 
ic era which stresses “stabilizing influ- 
ences” offers him a wide-open chance to 
translate that opportunity into premiums, 
profit and prestige on the basis of a 
timely service intelligently rendered. 








AMENDMENT TO RATING PLAN 





N. Y. Insurance Department Approves 
Rating Board Change in Rule 39; 
Refers to Contractors 
An amendment to rule 39 of the ex- 
perience rating plan has been made by 
the fating board and approved by the 

New: York department as follows: 


Where a contractor performs construc- 
tion ‘work for a principal on a cost-plus 
or any other basis and the policy is writ- 
ten to cover the insurable interest of 
both- parties, the contractor’s individual 
experience shall govern the rates ap- 
plicable to such policy except as here- 
inafter provided: 

Policies covering corporations, such 
as common carriers, which are subject 
to state and federal laws and to inter- 
state commerce regulations, whose nor- 
mal operations include extension and 
maintenance of lines and equipment, 
which work is let to independent con- 
tractors, the principal retaining super- 
vision and direction of such work and 
establishing and maintaining safety en- 
gineering service in order to reduce the 
hazard of the contractor’s work, shall be 
rated on the basis of the combined ex- 
perience incurred under all such con- 
tract. work provided the insurance is 
written to cover principal and contrac- 
tors-and provided that the principal au- 
dits the payroll of all the contractors 
or definitely authorizes the insurance 
carrier to audit payrolls in specific cases 
and ds directly responsible to the insur- 
ance=carrier for the premium. 

No policv designed to provide cover 
on the basis of such combined experi- 
ence=shall be issued except unon the 
specific authority of the board. The 
complete exnerience incurred under such 
contracts shall be reported to the board 
for combination and no experience under 
any <contract shall be excluded unless 
authorized by the board. Authority for 


RECIPROCAL TURNS STOCK 





Old Trails Automobile Ins. Co. of In- 
diana Takes Over Entire Business 
of Old Trails Association 
Announcement has been made of the 
filing of new articles of incorporation 
with the secretary of state of Indiana 
by the Old Trails Automobile Insurance 
Co., a stock company, merging with it 
the entire business and assets of the 
Old Trails Automobile Insurance Asso- 
ciation, a reciprocal organization which 
has been doing business in Indianapolis 
for some years. The new company will 
retain in every particular the organiza- 
tion and business policies of Old Trails, 
it was explained. The officers and di- 
rectors, agency organization and home 
office personnel will remain unchanged. 
“The effect of this new step,” said 
Albert J. Pfeiffer. vice-president and 
general manager, “is to put Old Trails 
on an old line stock basis and in a po- 
sition to give our policyholders an even 
broader and more effective protection 
than heretofore. There will be absolute- 
ly no change in the clear, concise and 
full coverage policy that always has 

characterized our company.” 





FED’L SURETY APPOINTMENTS 


The Federal Surety has appointed the 
John M. E. Wolfert Corp. as its gen- 
eral agents for Rochester and vicinity. 

The company has also named William 
Sohmer & Co., 12 Gold street, New 
York, as downtown borough agents for 
casualty lines through its Eastern de- 
nartment. This office is in charge of 
Joseph Kolb. 





such exclusion shall be granted only 
where, in the judgment of the board, a 
particular contracting job is not essen- 
tial to the public service rendered by 
the assured. 


Tarbell’s Analysis Of 
Annual Statement Blank 


CASUALTY ACTUARIAL PAPER 





Travelers Actuary Presents New Ex- 
hibits to Supplement His Material 
Prepared Last Year 





There are few men in the casualty 
business who can present an analysis 
of the casualty annual statement blank 
better than Thomas F. Tarbell, casualty 
actuary of the Travelers. Last May he 
discussed this subject in a paper pre- 
pared for the spring meeting of the 
Casualty Actuarial Society and he was 
called upon again prior to the annual 
meeting of this Society to supplement 
his previous paper by treating the vari- 
ous exhibits and supporting schedules of 
the “convention edition” annual state- 
ment blank from the accounting point 
of view. 

Mr. Tarbell’s paper was presented to 
the casualty actuaries at last week’s Ho- 
tel Biltmore meeting and keenest inter- 


est was shown in his statement exhibits 
and supporting material. 


Market Changes Do Not Affect 
Amortized Bonds 


Selecting excerpts from his data on 
Schedule D which has to do with bonds 
and stock owned by a company it is 
noted that Mr. Tarbell calls attention 
to the fact that where a company values 
its bonds on the amortized basis, changes 
in market values do not affect surplus 
except in case of bonds not subject to 
amortization. 

Again, in referring to book value of 
bonds over amortized value and of stocks 
over market value, he discusses stock 
rights as follows: 

“The total proceeds from sale of stock 
rights do not, as sometimes erroneously 
believed, represent profit. The major 
portion of the proceeds represents a re- 
turn of capital and the profit or loss 
is usually a comparatively small amount. 
For this reason the simplest method of 
handling the annual statement account- 
ing for the proceeds from sale of stock 
rights is to assume no profit or loss but 
to credit book value with the full amount 
of the proceeds.” 

Exchange of Securities 

Under the heading, “exchange of se- 
curities.” Mr. Tarbell mentions that they 
may arise from pure “swaps” carried out 
through a broker but more frequently 
result from “reorganization.” He said 
that the schedule accounting procedure 
in general is as follows: 

The book value of the old securities 
at the date of exchange should be con- 
sidered as the sale price. 

The book value of the old securities at 
the date of exchange, minus the cash 
received or plus cash paid, if any, should 
be considered as the purchase price (cost 
to company) of the new securities. 

He emphasized that this procedure as- 
sumes no profit or loss involved in the 
transaction. “It will be the situation in 
most instances,” he said. “The rule, 
however, does not apply if a book profit 
or loss is involved, and in such rare 
instances each transaction must be han- 
dled in accordance with the circum- 
stances. 

“Where bonds are exchanged for part 
bonds and part stock. an apportionment 
of the book value of the old securities 
(bonds) will be necessary for determin- 
ing the respective costs of the new se- 
curities (bonds and stocks), taking into 
consideration also any cash received or 
paid in connection with the exchange. 
No fixed rule can be given. In some in- 
stances stock received on reorganiza- 
tion represents potential future value 
only, and where this is the case it is a 
question of whether or not the new 
stock should be assigned any book value 
or cost. Each transaction must be con- 
sidered on its merits.” 
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Surety Bonds Ahead of 
Casualty Lines in U. S. F. & G. 
‘ Richmond Office 


Surety outstripped casualty in the 
honor roll of premiums leaders of the 
United States Fidelity & Guaranty Rich- 
mond office last month. Heading the 
list was a public official bond produced 
by Robins & Weill of Greensboro, N. C. 
with a premium of $3,472.50. Second 
place went to a judicial bond with a 
premium of $2,600 produced by the Rowe 
Insurance Agency of Fredericksburg, Va. 
Johnson-McConnell Agency of Gate City, 
Va., captured third place with a contract 
bond carrying a premium of $1,464.90. 





SUCCEED LATE S. H. POOL 


J. Dallas Smith, bonding manager of 
the Fidelity & Casualty in Philadelphia, 
has been elected a director of the In- 
surance Federation of Pennsylvania to 
fill the unexpired term of the late Syd- 
ney H. Pool. And M. H. Diffenbaugh, 
Travelers representative at Lancaster, 
has been named to succeed Mr. Pool as 
advisory council member of the L nited 


* States Chamber of Commerce. 





OPENS GREENSBORO OFFICE 


The Bankers Indemnity has opened 4 
branch office at Greensboro, N. ©. t® 
handle its business in North and South 
Carolina with H. R. Bush in charvec as 
resident vice-president. His territo1 will 
also include West Virginia as soon as 
the company has received its license 
that state. 





HUGO BAUER’S NEW POS! 


Hugo Bauer, formerly with the Re 
liance Casualty, is joining the st! of 
the Federal Surety’s eastern department. 
He has been in the business for the past 
twenty-five years, starting with th ol 
E. E. ‘Clapp -& Co. agency and later 
with the Zurich. 
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